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Non-Policy Agent 
Crisis Appears To 
Be Quieting Down 


New Orleans Agreement With 
Travelers Fire Interpreted as 
Favorable Sign in New York 


PROBLEM IS CALLED LOCAL 


With Atmosphere Cleared It Will 
Be Easier for Companies and 
Agents to Get Together 








It is becoming more and more the 
opinion in fire insurance circles in New 
York City that the mountain made out 
of the non-policy writing agency ques- 
tion because of the Travelers-Worcester 
situation has turned out to be a mole- 
hill. The sudden termination of the 
campaign against the Travelers Fire 
when Vice-President Williams of that 
company held several conferences with 
leading members of the National Asso- 
ciation of Insurance Agents at the re- 
cent New Orleans convention indicates 
that the agents actually found less to 
grumble about than they had supposed 
when they were greatly aroused by com- 
plaints against non-policy writing agents. 

After the dust of the battle had 
cleared away it appears that the Travel- 
ers Fire has not been such a bad of- 
fender against the ethical practices of 
fire insurance business getting. That 
company maintains a branch office in 
Worcester and employs a certain num- 
ber of non-pol -y ---i:ing agents but it is 
understucu . the €ompany does not 
pay these agents the full commissions 


to which the regular local agents are en-. 


titled under E. U. A. rules. In this re- 
spect the Travelers Fire is following 
the rules of the Eastern Underwriters’ 
Association stating that all branch offices 
and general and local agencies may em- 
Ploy non-policy writing agents if the 
latter are not recompensed with full 
agency commissions. 


Fire Companies Not Hostile 


The Travelers Fire promise through 
Vice-President Williams to conform to 
the rules of local boards ought to re- 
assure local agents that the fire com- 
panies are not going to increase the 
number of non-policy writing agents 
where they exist and throw down the 
gauntlet into the face of those adhering 
to the American agency system. In 
Teality there are not many districts 
Within the jurisdiction of the Eastern 
nderwriters’ Association where the 
non-policy writing agency question is one 
\; Prime importance. In the Newark, 
Pie area_and in the section around 
é sburgh, Pa., non-policy agents do ope- 
ate in large numbers but these are in 
arge measure local problems which spe- 
cial committees of the E. U. A. are 
andling in co-operation with commit- 
(Continued on page 29) 















PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 145 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 





PHOENIX 


Indemnity Company 
150 William Street, New York 
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for belter heating 
and fewer fires 





‘THROUGH THE AGENT”’ 


HE effects of the strong, steady magazine advertising done by the Insurance Company 


of North America are shown in results that come in through the agent. 

North America Agents gladly testify to the efficaey of this advertising in making it 
more easy for them to approach prospects, by aiding them in booking renewals, and in 
otherwise facilitating their solicitation work. 

Invariably, each North America Magazine advertisement directs the reader to the 
agent, as the property-owner’s counselor in all matters.of property protection. So all 
this advertising works through the agent, to the agent’s benefit and advantage. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


d th 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 
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The Liberating Highroad 


Byroads may be peaceful pathways, but they do not lead to ambitious 
destinations. Fear keeps many from joining the great procession that 
moves along the highway to success. They mistakenly fear they lack 
ability, and they shelter themselves in a salaried position whose future is 
not satisfyingly bright. Life insurance salesmanship is a liberator of such 
men. Cast out fear, have faith that you are as capable as other men, learn 
how fine an opportunity life insurance provides, and then leave the by- 
way for this highway on which thousands and thousands are happily and 
safely traveling. 


Confer with the nearest Penn Mutual General Agent, or write direct 
to our Home Office, if you are ambitious, industrious, and desire success. 


The Penn Mutual Life Insurance Company 
, Philadelphia, Pa. 
Founded 1847 











Old Mellor-Allen 
Team Again In 
Working Harness 


Made Possible by Allen’s Resigna- 
tion as Cleveland General Agent 
of Provident Mutual 


NEWS IS A BIG SURPRISE 


Plans Made to Specialize in Life 
Insurance Trust Business in 


Philadelphia 








The supply of surprises in life insur- 
ance has certainly not been exhausted 
for here is one that is outstanding. It 
is that Sigourney Mellor of Philadelphia, 
one of the most brilliant figures in the 
production ranks, and A. Rushton Allen, 
the able general agent of the Provident 
Mutual Life in Cleveland, are to be to- 
gether again after eight years of separa- 
tion. Mr. Allen has resigned his gen- 
eral agency with the company as of No- 
vember 5 and will join forces with Mr. 
Mellor in Philadelphia. Because of his 
return, the name of Sigourney Mellor & 
Co. will be changed to Mellor & Allen, 
Inc. 

This is news that old timers will relish. 
It recalls to them the days of a decade 
or more ago when Mellor and Allen set 
the pace for thé Provident Mutual Life, 
then known as the Provident Life & 
Trust, and broke all records for that 
company. It will also put fear into the 
minds of Quaker City brokers for how 
will they be able to compete with the 
old time onslaught of two such star pro- 
ducers as Mellor and Allen. 

Allen to Handle Trust End 


It was made known by Mr. Mellor this 
week that the new organization will con- 
tinue to move along as in the past, doing 


a life insurance brokerage business. 
Even more important is the state- 
ment by him that Mellor & Allen, 


Inc., will start an intensive cultiva- 
tion of personal and corporation life 
insurance trust business. This end of the 
office will be in charge of Mr. Allen who 
has studied law for five years and has be- 
come a member of the Ohio Bar so as to 
have the proper legal background in sell- 
ing this type of business which has such 
a future in store for it. Mr. Allen also 
hopes to be admitted to the Pennsyl- 
vania Bar. 

Mr. Mellor’s career has teemed with 
human interest and achievement ever 
since he was employed by the Insurance 
Co. of North America as a $20 a month 
clerk in its marine department. He says 
that he will never regret that experience. 
His first taste of life insurance came 
when he connected with the Provident 
Life & Trust as an agent in 1912, being 
entirely green at the art of selling. It 
didn’t take him long to get into the 

(Continued on page 17) 
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A New Way To Arouse Interest 
On First Interview 
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DEFINITE 
LIFE 
INSURANCE REGULAR 
FOOD 
DEPOSIT 
CLOTHING 
ESTATE BOTH PROVIDE FOR YOU AT RETIREMENT AGE RENT 
EDUCATION 
ABILITY 
REAL ESTATE LUXURIES 
STOCKS BON SAVINGS 
MORTGAGES 
ETC TIME 





Estate Building 


The above chart has assisted in securing a large 
number of good prospects. 


Charts with information regarding its use will be 
gladly furnished to Brokers and Life Insurance Rep- 
résentatives upon request. 


HARRY F. GRAY AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE CO. 
2780 Woolworth Building 


New York Telephone Whitehall 73:0 


“Larger Applications Written Through Our Organized Service’ 
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A. $9,000,000 Agency 
In San Antonio, Texas 


sUCCESS OF O. D. DOUGLAS 





Office Has Entire State For Lincoln 
National; Writes Aviation At Two 
Flying Fields 





San Antonio, Tex., has one of the 
leading general agents in the United 
States for a town its size and that size 
js 250,000 people. This is O’Neil David 
Douglas, general agent of the Lincoln 
National Life. 

Mr. Douglas in 1926 paid for between 
$9,000,000 and $10,000,000. It is true his 
territory is large,:as any one would 
know who travels anywhere in Texas, 
and Texas constitutes his territory, but 
there are other general agencies in the 
Lone Star State who have the entire 
state for their bailiwick and they all ad- 


mit that Mr. Douglas is an outstanding 
insurance manager. 

He is naturally a good developer of 
men and one of his stars is C. B. Rit- 
tenberry, who manages the district of- 
fice at Amarillo in the Northern part 
of the state. Amarillo territory paid for 
about $1,500,000 for the Lincoln National 
Life in 1926 and is going strong this 
year despite the fact that the oil situa- 
tion in the Amarillo section is not so 
good as it was. 




























Was Born on a Farm 


Mr. Douglas was born on a farm in 
Collin County, educated in country 
schools and spent one year in South- 
western University at Georgetown. He 
became an insurance man in 1913. 
Before going with the Lincoln Na- 
tional Life he was one of the best pro- 
ducers for the Kansas City Life. Mr. 
Douglas brought the Lincoln National 
into Texas in 1921 and made good from 
the start, each year showing a nice in- 
crease. 

He is a life insurance enthusiast in 
every sense of the word, having also 
the faculty of making his enthusiasm in- 
ectious among Lincoln National Life 
representatives. Whatever he goes into 
ne enters with vim and vivacity, and if 
Wouglas is aligned with any movement 
tis pretty sure to go through, becausé 
€ would never be happy if it were un- 
Successiul. He was the first president 
f the Southwest Texas Underwriters 
‘ssoclation and is active in social and 
Wic affairs, 

Liberal in Writing Aviators 
One of the interesting features of his 
pfhice is that it is receptive to insurance 
pn aviators and about as liberal in writ- 
ng them as any office, more so, of course 
han most, as the life companies are 
eeling their, way very carefully when it 
omes to writing the air men. However, 
he situation demands individual treat- 
€nt in San Antonio as in that city, or 
n its cnvirons rather, there are two 
bt the leading flying fields in the United 
Fa Chey are Kelly Field and Brooks 
The attitude of the Lincoln National 
ile as respects aviators is this: it will 


Tite all policies except term, for an av- 
me of $25 a thousand additional, and 
e 


indemnity and disability, of 
ourse, are excluded. Some of the most 
Fmous of the army aviators are insured 
y the Lincoln National as it receives 
— ior this insurance from all parts 
_ J€ country as well as from the cen- 
t of aviation training here. The limit 
about $10,000, Regular army officers, 
0 are not flyers, are insured at stan- 
ard rates, 
“a of the most interesting aspects of 
ail — agency is that it is going 
's year despite depression in oil 
} Some sections of the state. The Lul- 
Is fields, about fifty miles from San 








or ae 


Ee are among those affected. The 
. ry, which was off, is com- 


Mr. Douglas is thirty-eight years old. 








FOR INSURANCE MEN 





WHO WANT TO MAKE MORE MONEY 
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*RIEHLE AGENCY, EQUITABLE LIFE 
Offers you expert training that will ma- 
terially increase your income. Through 
the *RIEHLE AGENCY you may attend 
the Equitable Home Office School or use 
the Equitable correspondence training 
course. Graduates of the school do 44% 
more business without insuring more 
people. 


THEY KNOW HOW TO SELL 


0s 


vole i 





Drop in and we will talk it over or write 
for our very interesting booklet “HOW 
TO START SELLING.” 


Decide NOW! Act right NOW! Get the 
“dope” TODAY! ! ! 


*JOHN M. RIEHLE, Manager 
*THEODORE M. RIEHLE, 
Associate Manager 
The 


The Equitable Life Assurance Society 
of the U. S. 


Suite 1103-1106, Pennsylvania Building 
225 West 34th Street, New York City 
Telephone Exchange: Lackawanna. 7150 























“4 LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY”’ 
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Travelers’ Clubs To 
Meet Next in Hartford 


COMPANY NOTIFIES .ITS AGENTS 





This Big Gathering Occurs in June, 
1928; Reasons Why Company Has 
Made Its Choice 





After mature deliberation, it has been 
decided by the Travelers to hold its next 
convention of officers of the 1927 Lead- 
ers’ Clubs, which will occur in June, 1928, 
at Hartford. The motivating idea be- 
hind this decision was that it would give 
the company’s field leaders an opportu- 
nity to enjoy the inspiration, the reunion 
and the renewed touch with the home 
office which always follow a trip to Hart- 
ford. 

“Track cannot be kept of the amazing 
growth of the Travelers if intervals of 
any great length occur between visits to 
the home office,” says a writer in the 
current issue of “Protection,” the com- 
pany’s house organ. “Those who were 
here last in 1926 will find many changes 
when they return in 1928. The main 
building is now completely rounded out 
by the erection of the unit on the corner 
of Grove and Prospect Streets, including 
the new and imposing entrance from the 
latter street. 

“The new sixteen story building ex- 
tending through to Central Row, which 
will stand on the site of the ancient 
‘Meeting House Yard’ and which will be 
in architectural conformity with the fa- 
mous old Bulfinch State House which it 
faces, will be nearing completion. 

“The company’s large and improved 
recreation field, Radio Station WTIC, 
the new girls’ club, the great printing 
plant, the beautiful scenery of the Con- 
necticut valley, and the delightful cli- 
mate of Hartford in June, are all of in- 
terest and contribute to the pleasure of 
a convention at headquarters. 

“Not the least of the advantages is the 
opportunity for those far removed, and 
for the newer representatives, to see the 
Travelers in action, while the veterans 
may renew associations with the official 
staff, only a limited number of whom, 
on account of the necessities of the busi- 
ness, can be present at a convention 
held at a point remote from Hartford. 

“We trust that our reasons and our 
selection of a meeting place in June, 
1928, will meet with universal approval.” 





ROBERT B. TRABUE DIES 





Was Associated with the Mutual Life, 
. Y., in Southern Territory 
for 24 Years 

Robert B. Trabue of New Orleans 
who has been connected with the Mutual 
Life, N. Y., for twenty-four years, died 
on October 26. Mr. Trabue joined 
Mutual Life in January, 1903, as an agent 
in Jackson, Miss. He went to New Or- 
leans in January, 1910. He was from 
August 1, 1923, to January 1, 1925, the 
company’s city manager in New Or- 
leans. Mr. Trabue was relieved of his 
title and accompanying restricting re- 
sponsibilities at his own request, in order 
that he might serve his country-wide 
connections. 

He qualified for the company’s field 
club every year of its existence except 
during the year 1924-25—his duties as 
city manager taking his personal time. 
He was the president of the $200,000 
Field Club during its second year. Mr. 
Trabue was born in Frankfort, Ky., Oc- 
tober 6, 1869. He was a graduate of the 
University of Virginia. He leaves a 
widow and two sons, one son being now 
a field representative of the company. 





GATES SUCCEEDS HOWDEN 


H. P. Gates has been appointed to suc- 
ceed H. J. Howden, resigned, as branch 
manager of the Portland office of the 
Occidental Life. Mr. Gates has had a 
successful and diversified career in the 
life insurance profession and is well 
qualified to fill the new position. 
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W HEN threatened by invasion in the 
14th century the Chinese built a wall along 


their northern frontier. This great wall 
not only kept out the invader but tt also 
kept out all new ideas and inventions--- 
and now China ts awakening to find her- 
self far outdistanced by the rest of the 
world. 





"Tue agent who restricts his efforts to 
some one line of insurance is in danger of 
building a Chinese wall around himself. 
By closing his eyes to the possibility offered 
by other lines and lulling himself into a 
feeling of false security in his chosen line, 
he is likely to awaken to find the insurance 





world has progressed far beyond him. 


Berrer by far build a wall of protec- 


tion around your clients than yourself. 
Sell each one all the Travelers lines he 






needs. 


























THE TR ALS Bes 


THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY THE TRAVELERS Fire INsuRANCE CompANy’ 
LIFE L. F. BUTLER, PRESIDENT eke 
ACCIDENT Hartford, Connecticut WINDSTORM 
AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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FL. Allen Promoted 
By The Mutual Life 


MADE ITS 2ND VICE-PRESIDENT 


Was Assistant in Law Department for 
Years; Has Been General Counsel 
Since 1923 


At a meeting of the Board of Trustees 
of the Mutual Life of New York held 
on October 26, Frederick L. Allen, gen- 
eral counsel of the company, was ap- 
pointed a second vice-president, the ap- 
pointment taking effect on November 1. 
His title will now be second vice-presi- 
dent and general counsel. President 
Houston makes the appointment in rec- 
ognition of the importance of the law 
department in the home office adminis- 


FREDERICK L. ALLEN 


tration and in recognition of the services 
and abilities of Mr. Allen as the com- 
pany’s general counsel. 

Mr. Allen joined the company in Jan- 
wary, 1894, as assistant to Edward Ly- 
man Short, then in charge of the law 
department. He made a _ conspicuous 
success, and in December, 1923, he was 
made general counsel of the company. 

Mr. Allen was born in Malone, Frank- 
in County, New York. He is a gradu- 
ate of Hamilton College. After leaving 
ccllege with the degree of A.B.,, he took 
up the study of law and was admitted to 
the bar in Albany in 1890, entering the 
service of Davies, Short & Townsend in 
Yew York City, and giving attention to 
orporation matters and particular atten- 
lon to life insurance. 

He has been president of the Asso- 
lation of Life Insurance Counsel, a di- 
rector of the Brooklyn City Railroad 

0, and a member of the American 
Bar Association, the New York Bar As- 
Sociation, Association of the Bar of the 
City of New York, New York County 
Lawyer's Association. He is also a mem- 
ber of the University Club, the Knoll- 


a Country Club and the Church 
ub. 





WIN ESSAY PRIZES 


vas_ awarded to Miss Dorothea L. 
Schiffmayer, a clerk in the employ of 
the Mutual Benefit Life. The prizes 


Pwarded consisted of fifty and twenty- 
Hive dollars. 





WARREN WITH HALL AGENCY 
Lyman D, Warren, for many years as- 
Ociated with the W. A. Alexander & 
™ agency in Chicago for the Penn 
-Utual, has removed to New York and 


boned the J. Elliott Hall agency for the 
same company. 








The Prudential 


announces the establishment of 
SPECIALIZED GROUP SERVICE 
For the Benefit of 
BROKERS AND AGENTS 
located at 
Suite 709, Wadsworth Building 


(57 William Street—46 Cedar Street) 
Telephones John 4247-4248 


under the direction 
of 
MR. GEORGE L. LARY 
Brokers will find it advantageous to 
themselves and their clients to make 
use of this new direct service 
PRUDENTIAL PATRONS ARE 
EXTREMELY WELL PLEASED 
WITH 

PRUDENTIAL GROUP RESULTS 


The Prudential 


Insurance Company of America 
GIBRALTAR. Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 


STRENGTH OF” 








L. Alexander Honored 
By Host of Friends 


SHOWERED WITH APPLICATIONS 


Popular President, Guardian Leaders’ 
Club, Given Testimonial Dinner in 
Brooklyn; Prominent Men Attend 


It’s a good old world after all! At 
least, that’s the way Leon Alexander, 
crack agent of the Guardian Life, must 
have felt about it Tuesday night, Octo- 
ber 25, when his many friends and some 
of his policyholders gathered at the St. 
George Hotel, Brooklyn, at a testimonial 
dinner. Leon has every reason to feel 
a genuine pride in his achievements in 
the field of life insurance, for it is these 
achievements that have made him presi- 
dent of the Guardian Leaders’ Club. His 
friends, who are legion, were almost vo- 
ciferous in their praise of him the other 
evening. And best of all, they gave 
him, as a token of their affection, almost 
a half million of life insurance in appli- 
cations. Leon is so popular and so well 
liked in Brooklyn that judges, district 
attorneys, assistant district attorneys, 
prizefighters, ball players, actors, who- 
not, all turned out to welcome him and 
tell him how much they thought of him. 
Few men have been better feted than 
Leon Alexander was. 

Benny Leonard Speaks 

Some of the speeches were clever and 
witty; others were serious. One of the 
cleverest speeches of the occasion was 
made by Benny Leonard, former light- 
weight champion of the world who re- 
tired undefeated a few years ago. Benny 
and Leon have been friends for some 
time. In fact, Leon trained at Benny’s 
camp at Sackett Lake, Monticello, this 
summer to put himself in shape for the 
business campaign of the coming season. 
Benny, referring to Leon’s sportsmans- 
like propensities, said: 

‘Leon excels in quite a number of 
sports aside from insurance. He is quite 
a football player and also did a lot of 
boxing with me up in the country this 
summer. Of course, as you all know, 
he’s quite an insurance man. I believe 
in insurance. I think it’s a great thing 
for any man to have; in fact, I’m loaded 
to the brim myself right now.” 

The “Best Foreman” 

County Judge W. Bernard Vause, who 
is another of Leon’s friends, said he 
thought enough of him to make him 
foreman of one of his grand juries. “I’m 
always referring to him as the best fore- 
man of any grand jury I’ve ever had,” 
said the judge. 

Assistant J)istrict Attorney Leo 
Healy was another speaker. He said it 
was an inspiring sight to see so many 
men gathered together to show their love 
and esteem for a worthy friend. 

“I feel that we should miss the sig- 
nificance of this event,” said Mr. Healy, 
“if we did not give some evidence that 
our presence here tonight means some- 
thing more than friendship of the word 
—namely, friendship of the deed.” 

He said he could think of no more 
fitting way for those present to show 
their friendship for Leon than by giving 
him each a life insurance policy, how- 
ever small the amount might be. 

Avalanche of Applications 


After he took his seat, Toastmaster 
Bernard Magrill jumped to his feet and 
asked for applications. The response was 
encouraging, for Dr. Joseph Kaldor, a 
prominent citizen of Brooklyn, started it 
off with a policy for $75,000.° This gave 
the needed impetus, and applications be- 
gan to pour in upon the guest of the 
evening. “Anything to help Leon!” 
seemed to be the slogan. 

W. J. Birken Signs Up 

“T will take a $20,000 policy for my- 
self and $5,000 for each of my kids,” 
shouted one man in the audience. He 
later proved to be William J. Birken, 
well known Brooklyn business man. An- 
other policy for $50,000 then came along 
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from Edward Gold, president of a big 
laundry concern. 

At the end of a half hour the appli- 
cation-getting stopped, the policies were 
counted and the total was said to be 
nearly $500,000. 

McLain Invests Guest 


James A. McLain, superintendent of 
agencies, who had just returned from a 
busy week at Memphis, made a graceful 
little speech in which he said he could 
not possibly forego the occasion in hon- 
or of Leon. He told something of the 
rapid rise of the guest of the evening 
and of his attaining the presidency of the 
Leaders’ Club. He said that in the large 
number of cases which Leon has written 
since 1919 there have been a very small 
percentage of claims presented. He then 
invested Leon with the badge of office 
which he will wear for one year, or dur- 
ing the period of his incumbency. 

Other Distinguished Guests 

Other speakers were District Attorney 
Dodd and County Judge Taylor. Judge 
John Macrate of Brooklyn was also 
among the guests. 

The following members of the Paul 
Alexander Agency attended, including 
manager Paul Alexander himself. Jo- 
soph A. Perestein, Ignace Levinson, su- 
pervisor; Louis Rosenberg, H. Spiegel, 
Francis Alexander, William Bernstein 
and Tommy Murphy, ex-featherweight 
champion of the world. 

A Good Show 


The entertainment was one of the fea- 
tures of the occasion. It included several 
singing and dancing acts and a humorous 
skit by Krause and Davis from the Loew 
circuit. The feature act of the evening 
was that of Mme. Rosita and her part- 
ner, a dancing team from the Kit Kat 
Club of London, England. They danced 
the tango and also gave their famous 
Apache dance. Others on the program 


were the Irwin Sisters, dancers; Bessie , 


McCoy, soprano, and Mme. Jodella. 
Souvenirs in the form of pigskin wal- 
lets were distributed to the audience. 





SMALL POLICIES BETTER 





Daily Newspaper Article Advises Carry- 
ing $1,000 Units of Life 
Insurance 
“Money at Work,” a daily newspaper 
feature issued by Associated Editors, 
Inc., last week advised its readers to 
carry their life insurance in $1,000 units 
rather than in one large policy, so that 
all insurance need not be dropped in an 
emergency. The article, which has been 

copyrighted by the syndicate, follow. 

Five one thousand dollar insurance 
policies are better for the average man 
than one five thousand dollar policy. 

The man of average means wants to 
carry all of the life insurance that he 
can well afford to carry. It serves as 
an excellent protection to’ his family, 
but the mistake is often made of car- 
rying all of the insurance in one policy. 

One thousand dollars is the unit of in- 
surance in most companies, and five one 
thousand dollar policies cost no more 
than one five thousand dollar policy. The 
advantage in holding several small poli- 
cies is that loss of employment or tem- 
porary inability to work may make it 
impossible for the insured to continue 
the full amount of insurance. Where 
the insurance is in several policies, one 
policy may be cashed in, and the pro- 
ceeds applied to the payment of premi- 
ums to keep the remaining policies paid 
up and their insurance in force. 





BALTIMORE ASS’N. TO MEET 

The Baltimore Life Underwriters’ As- 
sociation will hold its regular monthly 
meeting, on Thursday, November 10, at 
the Emerson Hotel. The speaker will 
be John W. Yates, general agent of the 
Massachusetts Mutual at Detroit. He 
will talk on “The Power of Life Insur- 
ance.” There will also be a moving pic- 
ture entitled, “Youth Regained,” and re- 
ports from the delegates to the Mem- 
phis meeting of the National Associa- 
tion will be read. 


KARNBAD & FALK END 1ST YEAR 





Manhattan Life General Agents in N. Y. 
Roll Up $1,250,000 Production; 
Their Plans for Future 
Karnbad & Falk, general agents, Man- 
hattan Life in New York, celebrated 
their first anniversary in business last 
week and were happy in the fact that 
they had paid for $1,250,000. The 
agency starts out on its second year with 
a key agency staff of five men and its 
two principals all pepped up to go over 
the first year’s mark by a considerable 

margin. 

Mr. Karnbad was one of the leading 
producers of the Equitable Life Assur- 
ance Society in New York before joining 
forces wtih the Manhattan Life. He an- 
nually produced about $750,000 of paid- 
for business in the Ben Davis Agency of 
the Society and still continues his per- 
sonal production. 

Samuel Falk, his associate, started with 
the George Loesch Agency of the Man- 
hattan Life five years ago and shortly 
after Mr. Loesch severed his connection 
with the company Mr. Falk was _ se- 
lected to represent the Manhattan Life 
in his present capacity. He is a graduate 
of the New York University life insur- 
ance school and is a consistent pro- 
ducer. 

Two of the most promising agents in 
the Karnbad & Falk office are B. Gru- 
ver, who has produced $300,000 of busi- 
ness in his first six months, and J. G. 
Schimm, who has tallied about $200,000 
in the four months he has been with the 


agency. Neither of these men sold life 
insurance before joining Karnbad & 
Falk. 


This fall and winter the agency plans 
to make extensive use of the new corre- 
spondence course which the company is 
offering to its agency forces, which will 
be supplemented by individual instruc- 
tion in the office from Mr. Karnbad and 
Mr. Falk. An aggressive drive for bro- 
kerage business will also be started. 





Massachusetts Mutual 


THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six: 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 


—. 
— 


There is no better company 














Life Insurance As a 
Future Concrete Plan 


HOME PROTECTION 
E. Lee Trinkle, V. P. Shenandoah Life, 
Speaks on the “Why of Life Insur- 


ance” at American Life Convention 


SOLVES 





In his address before the American 
Life Convention at Dallas, E. Lee 
Trinkle, vice-president of the Shenan- 
doah Life, Roanoke, Va., gave the “why” 
of life insurance from the standpoint of 
a former state executive. Mr. Trinkle, 
who has had an active political career, 
including several terms in the state sen- 
ate, was at one time Governor of Vir- 
ginia. 

When, at the age of fifty, wondering 








Connecticut General News 
Hartford, Conn. 





The Mark of a 
Successful Agent 


Keenness to use every opportunity to be 
useful is a characteristic of most success- 


ful agents. 


Every business man is vitally interested 
in suggestions for strengthening his busi- 
ness. The agent who can successfully ex- 
plain the functions of business insurance 
becomes a trusted adviser. 


The Connecticut General’s legal depart- 
ment assists its agents to qualify for ren- 


dering this valuable service. 


For booklet 


on this subject write the Connecticut Gen- 
eral Life Insurance Company, Hartford, 


Conn. 











as to what field of endeavor he shoul 
devote the rest of his available years, 
Mr. Trinkle chose life insurance, he did 
so because he considers the profession 
is not only an outstanding, but a most 
enviable one, even although in its broad 
aspect it has not been counted among 
the aristocratic professions until recent 
years. 

Mr. Trinkle said, in part: 

“In the past discouragements ant 
doubts have been faced, success and fail- 
ures have been experienced and a study 
of all of these experiences may be oi 
great value and interest, but for ow 
present purposes, may we not look mor 
to the future, and if possible, catch a 
broader vision of the ‘why’ and ‘apped 
of life insurance, as presented to the 


new yet earnest searcher on the fron 


tiers yet unreached? 

_ “To such a one the chief ‘why’ of life 
insurance is that it, in a plain, simple, 
safe, concrete, practical, and appealing 
way provides a satisfactory solution fo 
the far-seeing and anxious business mat 
and devoted parent of how one may 
comfortably live, yet at the same time, 
by even less than a reasonable degre 
of self-denial, bring into his business 
and parental relations a contentment of 
mind as to the future solvency and inde- 
pendence of both the material and ser- 
timental sides of those objects that cor 
stitute the all absorbing and _ gripping 
impetus of his daily walk and convers* 
tion. 

“Cultural education is broadening in its 
field until our land with the though! 
that illiteracy must be wiped from the 
face of the earth, but for some una 
countable reason men and women hatt 
been slow to grasp the necessity 0 
health education, and it now seems def 
nitely sure that to the life insurant 
company of the future has been assigned 
the mission of training the policyhdlé- 
ers, as well as the public generally, t 
the thought that a perfect race c# 
only be developed by health training # 
concomitant with mental improvement. 

In concluding his talk, Mr. Trinkl 
said: 

“The object of these few gencral atl 
simple observations is—if I] may—to it 
press on the insurance executive and hi 
co-workers of today and tomorrow some 
thing of the sacredness of their :missi0! 
something of the cautious approa 
that should be evident in their forwa 
going, something of the high rezard fat 
the ethics of their profession, and some 
thing of pride in their calling, so tht! 
he who moves in the realm of life I 
surance endeavor may have the eye ® 
approval of all of those with wi:om 
relations: may bring him in contact.” 





More than 100 Oklahoma agents f 
the Travelers were present at ‘he a 
nual sales convention at the /Hucki# 
Hotel, October 20 and 21. Mornings ® 
both days were devoted to life and 
cident insurance, and the afternoons" 
casualty lines. A large delegation at 
tended from the Tulsa agency. 
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Should Policyholders 
Affairs Be Publicized? 


A LIFE UNDERWRITER’S VIEW 








L. D. Hemingway in Article States Agent 
and Manager Should Not Break 
Clients’ Confidence by Using Names 





In the current issue of the “Life Un- 
derwriter,” the official organ of the Pitts- 
burgh Life Underwriters’ Association, 
there appears an interesting article en- 
titled “Does It Pay to Blab?” the author 
of which is Lee D. Hemingway. 

‘It deals with the confidence that is 
entrusted with trust officers and general 
agents and managers of life insurance 
company offices, of other people’s affairs 
and which confidence is broken from 
time to time. 

In part the article states that: “A 
prominent trust officer recently gave as 
a first requisite of a good trust officer 
the ability to keep the private affairs of 
others to himself. Upon this principle, 


a rule which is never deviated from, the 
trust companies have been able’ to build 
up a reputation and gain the confidence 
of the public. People trust them im- 
plicitly with their funds as well as with 
those little intimacies all of which round 
out perfectly those complete confidential 
relationships which characterize the trust 
business. A letter was recently addressed 
to a trust officer, requesting the sum 
total of the insurance trusts which had 
been placed within a certain period. 
Aftér careful deliberation it was decided 
that even this information should not 
be divulged. While it might have some 
value for advertising purposes, yet they 
would prefer sacrificing any such value 
to over-stepping even to the slightest 
*degree the iron clad rule of strictly con- 
fidential relationship between trustee and 
beneficiaries under their trusts. 

“Aside from the exceptional case 
where the circumstances of a trust be- 
come public information following court 
proceedings, or such like, the press has 
no opportunity to devote headlines to 
interesting stories of how people of 
wealth and prominence dispose of their 
estates and provide for their families. 
This would make good copy, but it can- 
not be had. 

Publishing Names Hurts 


“Quite recently an article appeared in 
one of the leading magazines, entitled 
‘Betting Millions on Morals.’ Under this 
rather equivocal caption appeared the 
names of many men of prominence, 
wealth, and refinement, and beside them 
in magnificent figures were stated the 
large amounts of life insurance which 
they had taken, and, in-several instances, 
the purposes to which it would be de- 
voted. This is a glaring instance of a 
breach of confidence. The statements 
Were more or less true, although in some 
Instances inexact. Some of those whose 
hames appeared were shocked and ut- 
terly unable to determine where on 
earth information with reference to their 
Private affairs could possibly have 
‘leake’ and to such an extent that it 
could attain general publicity. By actual 
Survey it has been determined that in 
certain quarters these facts or near facts 
Were divulged without the ‘expressed (or 
Implied) permission’ of anyone con- 
cerned. Thereby hangs an indictment 
against life insurance according to its 
Own accepted and self imposed stand- 
ards. Who blabbed? Some one—of 
agents, agencies, or companies.” 

Only within the past few months, the 
writer continues, a letter has been sent 
to general agents and managers, request- 
ing that they furnish to a certain bu- 
eau information with reference to the 
names of clients and the amounts of 
Msurance that they carried, even the 
Statement of claims which had been 
paid to the American people by life in- 
surance conipanies. The purpose of this 
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HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 


$766,000,000. 





This is a gain of $50,000,000 for the first six months 


of the year. 


The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 


PEIN IRE 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 : 





Des Moines, Iowa 








was probably well intentioned as it was 
proposed to extend some benefit to life 
insurance underwriters by using these 
instances as examples for others to fol- 
low. But the question is “Does it pay?” 
The business of life insurance like that 
of trust companies is. built upon confi- 
dence, and life insurance is particularly 
susceptible to confidential relationship. 
Insurance advisers gain an intimacy 
with their clients only equalled by the 
relationship with the family physician or 
personal attorney. Insurance is doubt- 
less bought in many instances with this 
particular thought in mind, “no pub- 
licity,” “no will to probate.” An agent 
is considered a confidential adviser like 
any other professional. How much in- 
formation could’ we secure from a. bank 
if we asked them for the names of their 
depositors and the amounts of their de- 
posits? One of the prominent law firms 
in Pittsburgh, possibly one of the larg- 
est in the United States, observes this 


principle in their office in the discussion 
of cases—whenever it is necessary to re- 
view the facts of :a case, it is treated 
hypothetically and in such a way that 
personalities cannot be identified nor 
personal affairs become known even to 
other members of this firm. 

One Agency Never Divulges Names 

One of our life insurance agencies has 
adopted this plan, and in discussing cases 
in agency meetings or in a conference 
the names of the persons are never 
used, says the writer. This office has 
an invariable rule that never will the 
private affairs of a policyholder be dis- 
cussed in public. A breach of such eti- 
quette brings severe censure—perhaps 
severance of relations. This principle 
was adopted after considerable thought 
and for the reason primarily that it pays. 
This agency advertises the fact that the 
affairs of the policyholders are retained 
as strictly private and confidential within 
the office, and never are repeated in 











gets in its deadly work. 


so imperceptibly. 


July 1927. 


People should be informed 

on these points. 
The whole subject is treat- 
ed in a booklet issued by 
this Company entitled “Car- 
bon Monoxide Gas.” Write 
Inquiry Bureau, enclosing 
2c. postage. 








Carbon Monoxide Dangers! 


OW is the-time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 


.. A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, 
and no odor to warn of the deadly gas which acts so quickly and 
Had this happened in a garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 


were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 


Gas heaters also cause trouble. 


.. Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 

















public—even with express permission. 
They have discovered in practice that in- 
surance has actually been placed and 
clients retained solely by virtue of this 
principle. A member of this agency en- 
tered a case of competition and won it 
for the reason that the competing agent 
had shown a tendency to discuss the af- 
fairs of his policyholders. He would 
probably do so again as “a dog that will 
bring a bone will carry one away.” 
Solely upon this consideration a case 
was won by this truly professional agent, 
and he won a client for life. 

In conclusion the article states that 
not so long ago a prominent insurer 
called the office of a Pittsburgh repre- 
sentative and asked him for advice. It 
seems that he had received a letter from 
an insurance periodical, requesting the 
amount of insurance which he held, stat- 
ing that they wished to use his name 
as a prominent patron of life insurance, 
giving their reasons for making this re- 
quest. The first question this client 
asked was if this was a “fly by night 
concern,” which was making plans to be- 
siege his beneficiaries at his death. He 
had to be informed that it was a rep- 
utable life insurance publication, and, 
therefore, if he would request them not 
to use his name, in all probability, they 
would respect his wishes. But, get this, 
this layman, this man of broad experi- 
ence, brands a request for information 
about his private holdings as coming 
from a “fly by night concern.” Yet it 
wasn’t so at all. Just what reaction does 
an agent arouse who tells his client that 
he has written Mr. Brown for a $100,000 
policy, paying an income to his children, 
naming them, for life and that he is 
proud of having placed this business. 
This very thing has been done in my 
presence and probably in yours and by 
underwriters of no mean ability. Hypo- 
thetical cases with personalities well dis- 
guised will answer the purpose just as 
well and offend no one. Furthermore, 
let’s leave it to the old women, figur- 
atively speaking, to aptly handle the 
neighborhood gossip. 





MURPHY SUCCEEDS LYNCH 





New Sup’t of John Hancock Life, at 
North Adams, Started as 
Agent in 1913 

Daniel Murphy is to be the new su- 

perintendent for the John Hancock Life, 
at North Adams, Mass., succeeding A. T. 
Lynch, who goes to Fitchburg, Mass. 
Mr. Murphy entered the service of the 
company at Pittsfield in 1913 as an agent 
and in three years’ time earned his pro- 
motion to assistant superintendent. He 
has had a good record in both the ordi- 
nary and industrial branches of the busi- 
ness. 
- A. T. Lynch, who succeeds the late 
Superintendent Pitcher at Fitchburg, 
has had a favorable record at North 
Adams. He received his training at 
Cambridge, having started there as an 
agent in 1912. He was made application 
inspector in 1913, assistant superintend- 
ent in 1917 and superintendent at North 
Adams in 1926. 

Another well merited promotion is that 
of Charles E. McCafferey of Philadelphia 
Agency No. 4 to be superintendent of 
Philadelphia No. 5. Ten years ago Mr. 
McCafferty started as an agent at Phila- 
delphia No. 4 and a year later was made 
assistant superintendent of the same 
agency. 





POLICYHOLDERS’ PUBLICATION 
The “Bankers’ Life Light,” a new pub- 
lication for the policyholders of the 
Bankers Life Co. of Des Moines, Iowa, 
has made its first appearance. It has a 
circulation of approximately 240,000 and 
will be issued quarterly. The first is- 
sue includes articles by President Gerard 
S. Nollen, and medical director Dr. Ross 
Huston, a double page spread of policy- 
holder pictures, a “What’s New at 
W-H-O” feature, and other stories. In 
keeping with the title, a photograph of 
the Biloxi, Miss., lighthouse is utilized 
for the cover of the first issue. 
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Reviews New Laws 
In Eastern States 


COUNSEL BLACKBURN’S REPORT 





Gives Itemized List of Legislation of the 
Year Passed in New York, New 
Jersey, Mass. and Conn. 





In his the American Life 
Convention about legislation of the year 
Associate Counsel Thomas W. Black- 
burn made the following statement rela- 
tive to new laws in New York, New Jer- 
sey, Massachusetts and Connecticut: 

Massachusetts 

Act authorizing treasurer of the issu- 
ing savings bank to deduct expense of 
investigation as to deaths of non-resi- 
dent holders of savings bank life insur- 
ance policies. 

Act permitting industrial insurance an- 
nuity endowment policies to be. issued, 
providing for the return of premiums 
with compound interest. 

Act for the reimbursement of the 
Commonwealth for certain blanks and 
papers furnished savings and insurance 
banks. 

Act authorizing issuance of certificates 
on lives of children by fraternal socie- 
ties. 

Act authorizing the company to im- 
pose not exceeding 6% with interest 
compounded semi-annually on any in- 
debtedness to the company. 

Estate tax on residents of state equal 
to 80% of the federal estate tax. 

Act relative to the reduction of capi- 
tal stock of domestic insurance com- 
panies. 

Act providing for the appointment of 
a special commission to revise the laws 
of the Commonwealth relative to taxa- 
tion. 


report to 


New Jersey 

Act requiring companies having policy 
reserves in excess of five hundred mil- 
lion dollars, to create special reserve 
which may be used only with the con- 
sent of the commissioner and providing 
for the fixing of a minimum standard 
for valuation of group term policies. 

An act authorizing domestic companies 
to invest in foreign securities the amount 
of reserves on policies issued by such 
companies in a foreign country. 

An act defining standard group policy 
provisions. 

An act repealing former definition of 
group life insurance company. 

An act authorizing commissioner to 
deliver securities to company with which 
an insurance company has been merged. 

An act regulating the incorporation of 
mutual insurance companies. 

Act providing that no corporation may 
merge, or consolidate until the taxes 
levied against such corporation by New 
Jersey have been fully paid. 

Act authorizing salaried officials of do- 
mestic life companies to participate in 
retirement and disability benefits, or 
both, granted other employes. 

Act defining death by disappearance, 
and method of establishing proof 
thereof. 

Three acts repealing separate statutes 
relating to collateral inheritances. 

New York 

Act defining industrial policies and re- 
quiring the words “industrial policy” to 
be printed on the policy as a part of 
its descriptive matter. 

Amendment providing that a life bene- 
ficiary or assignee in case of life policy 
shall be entitled to proceeds against 
creditors and representatives of the in- 
sured. 

Connecticut 

For computation of reserves as re- 
quired by statutes or as required by 
commissioner. 

Law authorizing American Men’s Ulti- 
mate Table. 

Act authorizing commissioners’ 
penses while absent from Hartford. 

Act validating and authorizing taxes 
assumed and insurance to be added to 
interest on mortgage notes and confirm- 


ex- 


ing the negotiability of the notes and 
assignments of mortgages. 

Inheritance tax law amended to pro- 
vide for assessment of additional tax 
where federal government or a state has 
made a refund. 

Act authorizing investment of funds 
in stock of public service corporations 
distributing electricity or engaged in 
manufacturing or distributing gas. 

Authorizing fraternals to write child’s 
policies. 

A new section requires all companies 
to file annual report March 1. 





WOOLLEN ADDS TO REPUTATION 





As President of American Life Conven- 
tion, Made Organization More Im- 
portant and Increased Activities 


Chicago, October 31—Herbert M. 
Woollen, president of the American Cen- 
tral of Indianapolis, added to his repu- 
tation as president of the American Life 
Convention. He proved to be one of the 
best Association executive officers in the 
history of the business. 


He made the association more impor- 
tant, increased its activities, smoothed 
out the differences which has existed 
over the American Service Bureau, gave 
his okeh to publicity developments which 
will soon be apparent in the daily papers, 
brought in a big new star to the Assso- 
ciation in Claris Adams, and added new 
divisions to the Convention which will 
function along. constructive lines. 

The American Service Bureau has been 
taken out of the realm of politics and 
adopted as a child of the American Life 
Convention. While the companies are 
not unanimously for it, no talks were 
made against it at the big night execu- 
tive meeting of the Association where it 
was decided to make it entirely an ad- 
junct of the American Life Convention. 
This action, by the way, was taken at 
a night meeting of all of the members 
and not merely by the executive com- 
mittee. 





AGENCY COMMITTEE REPORTS 





Chairman J. A. McVoy Gives Out New 
Plan for Reporting Agents Cancel- 
lations at Amer. Life Convention 


In preserving the report of the com- 
mittee on agents and agencies Chairman 
J. A. MeVoy 
changes in reporting agents cancellations. 
In part he said: 

“Recognizing that the agency bureau 
had been of great value to the Conven- 
tion and believing that its usefulness and 
service could be extended, certain 
changes were made in the manner of 
reporting agents canccllations and a new 
plan was put in practice beginning with 
March 1927. 

“The new plan has resulted in ma- 
terially increasing the number of compa- 
nies making reports. It was the sense 
of the committee that while the use of 
symbols for reporting the specific cause 
of an agents cancellation had been very 
useful, yet it was known that many com- 
panies withheld making reports fearing 
some liability could be attached on ac- 
count of the nature o. the cause of can- 
cellation. 

“Under the new plan cancellation 
sheets are sent each month to the agency 
officer and the company is asked to re- 
port cancellations for cause and the com- 
mittee felt that this would be sufficient 
warning not to make a contract or at 
least to call for further investigation by 
taking the matter up wtih the cancelling 
company direct whose cards are. sent to 
the companies for their files. Sixty-five 
companies have reported cancellation of 
more than 5,000 contracts since March 
last. This is a substantial increase. 


announced _ several 
































































They Talk the Same 
Language 


Nothing contributes more to the development 
of efficiency in any organization which appeals 
to the public, than a clear understanding between 
representatives in the field and Home Office 
Executives. 


























In a life insurance company, the Home Office 
must know the agent’s problems, if they are 
to be dealt with fairly and effectively. 











Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


NONSTOP ANNO 


And this is not strange; for the majority of the 
Executive Officers, including the President, 
have had practical experience in field and Branch 

_ Office work, 
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© So they “talk the same language”— field men 
re and executives alike. And you don’t hear 
4|| Nylic Agents saying, “Our officers can’t get the 
x agent’s point of view because they have never had 








field experience.” 


Ne 











Common experience begets mutual under- 
standing which in turn begets confidence; and 
confidence begets strength. 
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There is probably no life insurance company 

between whose Field and Home Office there 
exists a more frank and cordial relationship, due 
largely, no doubt, to this ; 
sympathetic bond of com- 
mon experience. 
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“Is it any wonderthat, meas. 
ured by usual standards, 
Nylic agents are indust- 
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riuos, persistent, satis- 
fied and happy?” 
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New Home Office Building now being 


erected on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE COMPANY 


346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 





NG 




















ala 
rYwis 





AST WOE VOR WWd VOR OA WWM WA OA WWE LUM VU UM Ud NU NU Nd Nd rd rd Nd YW NW 








November 4, 1927 














November 4, 1927 








Page 9 





L. A. Cerf To Leave 
Mutual Benefit Life 


RESIGNATION IN EFFECT JAN. 1 





N. Y. General Agent, After 23 Years 
Active Service, to Devote Life 
to Social Service 





L. A. Cerf, general agent in New York 
for the Mutual Benefit Life, has resigned 
his position with that company after 
twenty-three years of continuous serv- 
ice, he announced to members of the 
insurance press one day this week. The 
resignation is to take effect on January 
1, 1928. No successor to Mr. Cerf has 
been appointed as yet. 


Mr. Cerf, who was appointed general 
agent in August, 1904, explained that he 
is out of the insurance business for good 
and that he intends to take a long va- 
cation after he leaves his present or- 
ganization. He says he intends to de- 
vote himself to social service work 
which he believes is vitally connected 
with the institution of life insurance. 

Mr. Cerf is one of the outstanding 
figures in the life insurance business in 
this country, and the agency ofganiza- 
tion which he has built during the years 
he has been in charge has achieved a 
remarkable record. A highly successful 
agent himself, Mr. Cerf has trained men 
who are today leaders in their respec- 
tive agencies. 

Last year his agency produced $40.000,- 
000 in applications and finished with a 
paid-for business of $31,000,000. In 1924, 
which was one of the agency’s most suc- 
cessful years, the paid-for business 
amounted to $29,600,651 and $3,969,000 of 
business was paid for in the month of 
December of that year. 


Started With N. Y. Life 


Mr. Cerf, who is sixty-four years of 
age, started in the life insurance busi- 
ness in 1886 at the age of twenty-two as 
an agent with the New York Life at 
Corsicane, Texas. He had been a sales- 
man for the most part and decided to 
take up life insurance as a career. He 
made such rapid progress that he was 
appointed state agent for the New York 
Life in California with headquarters in 
San Francisco. In 1891 or about the 
time that Mr. McCall became president 
of the New York Life, Mr. Cerf was 
put in charge of the southern territory 
of that company with headquarters at 
Baltimore, Md. 

In 1806 Mr. Cerf, in collaboration with 
two other men, purchased the Covenant 
Mutual Life of St. Louis, Mo. One of 
his associates in this venture was former 
Governor Francis of Missouri. 


Joins Mutual Benefit 


Meanwhile Mr. Cerf had been offered 
an important post with a large company 
and was considering it when Col. Le 
Gage Pratt, who was superintendent of 
agencies for the Mutual Benefit Life, 
talked with him about joining forces with 
his company. Mr. Pratt had worked 
under Mr. Cerf at one time when the 
latter was state agent for the New York 
Life in California, and they had formed 
a strong friendship. Mr. Cerf at this 
time was one of the outstanding agents 
of the country, having written $1,700,000 
of business in one year which was con- 
siderab|i in those days. Mr. Cerf, after 
‘Scussing the matter with Mr. Pratt 
decided to take charge of the New York 


og where he has remained ever 
ince, 


Terriberry Ass’t Head 
Sales Research Bureau 


$5,000 FUND FOR ADVERTISING 





Life Agency Officers Ass’n Elect Three 
New Directors; 28 Companies Have 
Recently Become Members 





Chicago, November 1—G. G. Terriber- 
ry has been elected assistant manager of 
the Life Insurance Sales Research Bu- 
reau. 

A group of twenty companies in the 
Bureau has appropriated $5,000 to study 
institutional advertising. 

Twenty-eight companies have recently 
joined the Life Agency Officers’ Associa- 
tion. 

H. H. Armstrong, chairman of the Life 
Agency Officers’ Association, opened the 
convention with the statement that if 
proselyting of agents is to be stopped the 
Life Agency Officers is the medium 
through which it must be done. 

The Association elected three new di- 
rectors as follows: C. I. D. Moore, Pa- 
cific Mutual; L. J. Dougherty, Guaranty 
Life, and A. N. Mitchell, Canada Life. 


JOIN ALLEN, RUSSELL & ALLEN 

Following the completion of an insur- 
ance course in the educational depart- 
ment of the Connecticut General, Miss 
Ruth E. Miner of Hartford and Alfred 
Hardy of Rocky Hill have joined the 
sales force of Allen, Russell & Allen. 
Miss Miner was formerly in business for 
herself at New Britain. Mr. Hardy, who 
is well known in insurance circles in 
Connecticut first entered the field as 
claim adjuster for the Aetna Life, with 
which he was associated for several 
years. He resigned that position and 
became claim manager for the Royal 
More recently he has been claim man- 
ager for the U. S. Fidelity & Guaranty. 








PROVIDENT MUTUAL CHANGES 

Announcement has been made_ by 
Charles M. Taylor, assistant secretary of 
the Provident Mutual, that the board of 
directors have elected Charles E. West 
as assistant actuary of the company, ‘re- 
linquishing his former title of assistant 
manager of the actuarial department 
which he has held since April 1, 1925. 
William FE. Creery of the actuarial de- 
partment has been appointed to succeed 
Mr. West. 





NOW ASS’T. GENERAL AGENT 


John Newton Adams has been ap- 
pointed assistant general agent at Port- 
land, Ore., for the Aetna Life. Mr. 
Adams has been with the company since 
January, 1926, coming to the Portland 
agency with a little less than two years’ 
selling experience. Previous to his com- 
ing to the Aetna he was engaged in the 
banking business. 





SHAW WINS TAYLOR CUP 


The Hillsman Taylor Cup, donated by 
Vice-President Hillsman Taylor of the 
Missouri State Life to be awarded quar- 
terly to the general agency or branch 
office showing the greatest percentage of 
increase in paid-for business over the 
corresponding quarterly of the previous 
year, has been awarded to R. M. Shaw, 
general agent at Waco, Texas. 





Alan F. Arnold, one of the biggest 
writers in the Keane-Patterson Agency, 
Massachusetts Mutual in New York, has 
just closed an $850,000 corporation in- 
surance case. His total production in 
October was close to a million dollars. 


F. B. Mead Train Host 
To Admiral Latimer 


LIFE MEN HEAR TALK ON NAVY 





Unique Affair in Drawing Room of Pull- 
man; Executives Who Heard 


Admiral’s Address 





An event unique in Pullman car an- 
nals took place on a train going from 
Dallas to Chicago on Saturday of last 
week when Franklin B. Mead, vice- 
president and actuary of the Lincoln 
National Life, invited to meet Admiral 
Julian L. Latimer of the United States 
Navy a number of insurance men who 
were on the train. They had been in 
attendance at the American Life Con- 
vention. 

The Admiral had been in Dallas inci- 
dent to the observance of Navy Day. He 
was on his way to take over his new 
job as Commandant of the Philadelphia 
Navy Yard succeeding Rear Admiral 
Thomas P. Magruder, his lifelong friend 
and schoolmate at Annapolis. 


The Audience 


Among those on the train invited to 
meet the Admiral were Clarence Ayres, 
president, American National; R. M. 
Malpas, Re-Insurance Life of Iowa; Bert 
J. Stookey, vice-president and actuary, 
Illinois Life; Edward J. O’Shea, vice- 
president, New World Life; and W. H. 
Leffingwell, president of the Leffingwell- 
Ream Co., New York City. Including 
a newspaper man there were eight in 
the drawing room. 

The admiral said that “the principal 
object of Navy Day is to emphasize the 
necessity of America building up a Mer- 
chant Marine, and October 27 was fixed 
as the time of that observance because 
on that date was born Theodore Roose- 
velt who was so greatly interested in 
building up the Navy. 

In war the merchant marine is a 
necessary. aid and supplement to the 
Navy. 

“You can all remember the humiliating 
spectacle of American soldiers being 
transported across the ocean and from 
the field of action in vessels of our al- 
lies,” said Admiral Latimer. 

The admiral explained the necessity for 
open trade routes for our exports and 
our imports. He told how the American 
foreign trade was far behind that of 
other nations in 1914. We are catching 
up somewhat but if we neglect our navy 
and our merchant marine our trade must 
necessarily suffer greatly. The admiral 
concluded his talk with some interesting 
confidential information relative to navy 
bases of Great Britain and other coun- 
tries. One of the most interesting state- 
ments he made was that the sea distance 
from Maine to Seattle is greater than 
that of any trade route in the British 
Empire. 





LETERMAN PAYS FOR MILLION 


Elmer G. Leterman of the firm of Le- 
terman & Gates, insurance brokers, who 
is one of the big life producers of New 
York, wrote $1,207,000 of business during 
the month of October. Of this amount, 
Mr. Leterman placed 22 cases, or a total 
of $550,000 with the Harry Gardiner 
Agency of the John Hancock Mutual 
Life in New York: City. He also sub- 
mitted three cases for a total of $350,000 
which will count as November business. 

He has now paid for more than one 
million of business with the John Han- 
cock Mutual Life for the year and hopes 
to lead the entire company by Decem- 
ber 31. 


Home Life’s New Policy 
For Preferred Risks 


HAS A MINIMUM OF 


$5,000 





New Plan So Attractive That Its Own 
Employes Bought $100,000 Before 
Agents Started to Sell 





The Home Life of New York put out 
a brand new policy this week, called the 
preferred whole life, which is so attrac- 
tive that employes of the company per- 
sonally bought $100,000 of insurance on 
this plan before the agents had started 
selling it. This policy is, as its mame 
applies, for preferred risks—a class dis- 
tinctly above the average of those ordi- 
narily entitled to standard insurance. No 
amount is to be written for less than 
$5,000. It was introduced in an honest 
effort to give to the best class of life 
insurance risks a measure of service that 
will be difficult for them to duplicate. 

The company feels that its new pre- 
ferred plan is the most advanced step in 
the application of scientific selection to 
the business of life insurance. The 
better than average risks will get an ex- 
tremely low rate which will be further 
reduced vy such policy dividends as the 
savings warrant. For example. a man 
at age 35 pays an annual premium, per 
thousand dollars of insurance, of $17.49; 
age 35, $2240; age 40, $26.94; age 45, 
$32.39. 

Limiting the amount of insurance to a 
minimum of $5,000 has the effect of large 
savings in home office and branch office 
costs. The average sized policy in the 
preferred group will be from two to 
three times as large as it is in the stand- 
ard group, this meaning that the cost 
of handling it will be from one-half to 
one-third as much as for each $1,000 of 
insurance. 

One of the most attractive features of 
the new policy is the privilege of con- 
version to 20 payment life. This will 
attract young men who feel that they 
would like to get their insurance paid for 
during their earning period. 





GARDINER AGENCY’S RECORD 





Pays for $1,566,000 of Business in Octo- 
ber, Best Month; Walsh Appointed 
Office Manager 

The Harry Gardiner Agency of the 
John Hancock Mutual Life, paid for $1,- 
566,000 of business during the month of 
October. This is $213,200 in excess of the 
best month the agency ever had. The 
total paid business of the year to date is 
$11,062,300 which represents a gain over 
the same period for last year of $%4,- 
557,800 or 70%. 

John F. Walsh has just been ap- 
pointed office manager of the Gardiner 
Agency succeeding John E. Johnson who 
is now with the Paul F. Clark Agency 
of Boston. Mr. Walsh, who was former- 
ly with Hart & Eubank, Aetna Life, was 
educated at the Christian Brothers 
Academy at Albany, N. Y., and also at- 
tended the Albany Law School for one 
year. 





SILVER ANNIVERSARY YEAR 

The Equitable Life of the District of 
Columbia is celebrating its twenty-fifth 
anniversary this fall. A campaign is now 
in progress for additional ordinary and 
industrial business in honor of the, occa- 
sion and is called the Silver Anniversary 
Year Fall Campaign, 1902-1927. The slo- 
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Salesmanship That 
Results in Sales 


FAMILY INSURANCE: PROGRAM 





The Increasing of One Man’s Policy 
Leads to Closing of Three 
Other Prospects 





By EDWARD S. HOWLAND 
Minnesota Agency, Equitable of Iowa 


The longer I am in the life insurance 
business, the more real thrills I get out 
of it, and the more I am convinced that 
there cannot possibly be any other busi- 
ness that gives so much in return for 
that which we put into it. What a keen 
satisfaction comes from watching the in- 
evitable reaction of the man who has 
just completed a life insurance program 
for his family. You can feel a reflection 
of the pride that he shows in the thing 
he has just done. His attitude towards 
you and towards your company gives 
you quite a kick—there is warmth in 
his response to you that he cannot con- 
ceal, it sticks out all over him. 

I have quite recently completed a pro- 
gram for.a young man whose wife and 
little boy are now quite happily resting 
under the Equitable of Iowa “roof” to 
the extent of $29,000. I am going to 
tell about this case, because it has given 
me four very distinct thrills, and be- 
cause it has quite forcibly revealed a 
great truth of life insurance selling— 
“sell the result’—“the means will take 
care of itself.” 


Insurance Program 

Here was a young man, 27 years of 
age, very nicely started on the up-grade, 
aggressive, thrifty, a hard worker, and 
withal smart. He quite frankly told me 
of his plans and hopes and what he was 
working to achieve. Realizing that his 
attention to the important item of life 
insurance had not been given a suffi- 
cient amount of careful thought, he 
asked me to examine his life estate and 
work out for him a program that would 
allow him to “get what he wanted.” He 
said he had planned.to put on another 
ten thousand, but wanted to be sure to 
have just the right kind of a contract 
and be sure that the final picture would 
be as he wanted it, etc. Being sold on 
the method of our survey department, 
he turned to us for this help. 
over to me the few policies he had al- 
ready in force—$10,000 in all—and also 
a completed questionnaire. 

This questionnaire revealed the fact 
that his affairs balanced as follows: Lia- 
bilities: His home; his mortgage; a wife; 
a six months old son, and his own fu- 
ture. 

Assets: A six thousand dollar a year 
job; a stabilized savings bank habit; 


He turned - 
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good health; and last, and unfortunately 
least, ten thousand of life insurance. He 
wanted: A liquidation of the mortgage; 
a life income for his wife; an education 
for his son, and financial independence 
for himself. 

The program that we prepared for 
him did all of these things with his pres- 
ent life insurance and enough more 
added to make up the deficiencies. This 
program called for three times the 
amount of insurance that he had intend- 
ed to buy. It was sold to him in ex- 
actly fifteen minutes on the second in- 
terview. 


Beneficiary Provisions 


I showed him just what the beneficiary 
provisions of this new estate would ac- 
complish, with the amount of insurance 
involved entirely eliminated from the 
picture. This, he admitted, was just 
what he wanted. I next showed him 
how his present insurance, reduced to 
a monthly figure, was costing him a cer- 
tain amount each month out of his 
budget. I next showed him what this 
budget would have to be to enable him 
to carry the new program, and I asked 
him two simple questions. 

“Is this what you want?” 

=Wes.- 

“Can you afford a budget of this 
amount a month to get it?” 

“Ves” 

The result was a perfectly natural ac- 
tion, an application and full settlement 
for $29,000 of life insurance. After the 
application had been signed, the exam- 
ination made, and binding receipt for the 
annual premium given, he turned to me, 
on leaving the office, and asked, 

“Say, by the way, how much life in- 
surance have I bought today? I just 
happened to think that I hadn’t seen the 
amount mentioned anywhere.” 

“Twenty-nine thousand dollars.” 

“Holy Suffering Cats! That’s just 
three times what I had intended to buy.” 
Can anyone imagine a life insurance 


Sarr neets 


agent who wouldn't get a kick out of 
that ? 


Three Other Prospects Closed 


This man called me on the phone 
about an hour afterwards, and told me 
he had been boasting about what he had 
done. Incidentally he had found out that 
he had more life insurance than the man- 
ager of his business. He seemed to think 
that he had done something that he 
should be proud of, and that he should 
“set up on the housetops and shout 
about it.’ This was thrill number two. 
Number three came the next day in the 
form of a phone call from a friend of 
this young man. He wanted me to see 
him soon. Needless to say, I have done 
so, and am now in the process of de- 
veloping another application. Number 
four comes from the opportunity I have 
to keep still a second appointment of a 
like nature with another friend. 

This sale was not made from the at- 
tempt to present any type of life insur- 
ance contract, to talk any kind of fig- 
ures, or to make any mention at any 
time of premiums, dividends, eash values 
or the amount of insurance involved. 
Nothing but the result. A picture of the 
final accounting in the terms of the 
prospect’s own language; something he 
wanted; something he could understand; 
something he could pay for. The conclu- 
sion was the most natural thing in the 
world and came without any effort what- 
soever. 

“Selling Results will Result in Sales,” 
and there isn’t a single exception to this 
rule. 





THREE 30TH ANNIVERSARIES 


Charles A. Wood, assistant secretary 
of the Penn Mutual, Clarence K. 
Schonck, superintendent of the home of- 
fice agency and Benjamin A. Brooks, 
assistant to Mr. Schonck, celebrated the 
thirtieth anniversaries. of their associa- 
tions with the company last month. 


—=—= 


MUTUAL LIFE CONFERENCES 





East, South and West Managers of 
Company Meet; President Houston 
Makes Address 


The Mutual Life of New York held a’ 


conference of its eastern division and 
Chicago managers in the Waldor{-As- 
toria Hotel, New York, October 18 to 
20, which was presided over by George 
K. Sargent, second vice-president and 
manager of agencies. 

The sessions were in the nature of 
round table discussions of men working 
for one end in the spirit of co-operation, 
the key-note of which was given by 
President Houston in an informal greet- 
ing and an enunciation of his keen in- 
terest in field work. 

The conference dealt with subjecis of 
general concern in field problems and 
production. The subject of conserva- 
tion was taken up in detail. The com- 
pany’s plans for conservation will mark 
a decided step in agency management 
and will have far-reaching effects of 
benefit to the field men and to the com- 
pany’s constituency. 

At the dinner at the conclusion of the 
conference President Houston addressed 
the managers, expressing his pleasure at 
meeting the managers in such a way and 
giving his views of the opportunities and 
possibilities before the company. 

The southern managers division held 
their conference at Asheville, N. C., on 
Tuesday, Wednesday and Thursday of 
this week, at which many _ interesting 
topics were discussed. President Hous- 
ton also took a deep interest in the mat- 
ters discussed and made a short speech 
expressing much gratification in the work 
done by the managers. 


W. I. KING PROMOTED 





Made V. P. Connecticut General; Frazar 
B. Wilde Now Secretary; Both Men 
With Company Many Years 
Walter I. King was elected to the 
newly created vice-presidency of the 
Connecticut General by the board of di- 
rectors at a meeting which was held this 
week. This action makes a total of four 
vice-presidents of the organization. 
Frazar B. Wilde, was elected to succeed 

Mr. King as secretary. 

Mr. King came to the company in 
1918 and took charge of the group de- 
partment. In February of this year he 
was made secretary of the company. Mr. 
Wilde became affiliated with the com 
pany in 1914. In 1916 he entered the 
army and served on the Mexican border. 
He also served with the 301st Regiment 
in France. He returned to the Connecti- 
cut General in 1919 as traveling auditor. 
In 1924 he was made manaser of the 
claim department and in 1925 he was 
elected secretary of the accident lepart- 
ment. i 





— 








$500,000,000 


IN FORCE 


Another record set by The Lincoln National Life—500 MILLION 


Dollars of insurance in force in twenty-two years. . 


A wonderful tribute to progressive ideals and aggressive principles. 


Not satisfied to stand on its present attainments, The Lincoln National 
Life continues to take liberal action to give every new business advantage 
to its agents. 
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National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than $490,000,000 in Force 
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Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical 
plan by which the Home Office, through an 
Educational Supervisor, is assisting in the 
development of new agents. 
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Aviation Coveragé 
Rapidly Increasing 


TRAVELING REASONABLY SAFE 





Summary of Facts Presented in Paper 
at Life Insurance Medical 
Directors’ Meeting 





“Aviation and Life Insurance” was the 
subject of a paper prepared by Dr. Law- 
rence C. Sykes, medical director, and Dr. 
William B. Smith, assistant medical di- 
rector of the Connecticut General, which 
was presented at the thirty-eighth an- 
nual meeting of the Association of Life 
Insurance Medical Directors held on 
Thursday, October 27, at the Biltmore 
Hotel. New York. The paper contained 
a voluminous mass of statistics and facts 
which were presented in a most compre- 
hensive manner. 

Summarizing the facts as presented it 
is very evident that aviation in this 
country has made rapid progress dur- 
ing the past year with particular refer- 
ence to the safety factors involved in this 
growing industry. It was pointed out 
that on the volume of business two years 
old, the fifty leading life insurance com- 
panies in the United States and .Canada 
are covering travel by air, if policyhold- 
ers want to so travel, to the extent of 
$73,276,080,279 without any restriction, 
and, in addition, the accident companies 
during the past six months have liberal- 
ized their policy contracts to cover any 
loss caused by any hazard of aviation 
while the insured is riding as a passen- 
ger in a licensed airplane operated by a 
licensed pilot upon a regular passenger 
route between definitely established air- 
ports. 

Air Travel Safe 


_ As a result of the investigation of the 
industry itself, it is safe to conclude that 
travel by air as a passenger in a licensed 
airplane operated by a licensed pilot upon 
a regular passenger route between defi- 
nitely established airports is reasonably 
safe. The policy contracts of the com- 
panies studied do not place any restric- 
tions on travel by automobile, railway or 
steamship. As we do not have travel by 
automobile, railway or steamship elimin- 
ated in our policy contracts in the one 
or two year rider, a rider eliminating li- 
ability as a result of air travel does not 
appear to be a necessary provision as to 
Passengers riding in licensed airplanes 
operated by licensed pilots upon regular 
Passenger routes between definitely es- 
tablished airports. 

It is further opinioned that, in view of 
the development of this means of travel, 
together with the action of a number of 
ife insurance companies who are now 


taking applicants who travel as passen- 
gers in licensed airplanes operated by li- 
Censed pilots on. regular passenger routes 
between 


definite airports, and who fly 
Tom one to six times a year under these 
Conditions, we have now arrived at the 


Stage o! considering such applicants in 
normal cases for standard insurance 
Without limitation. 


Wide Variation of Action 
In th: survey of the action of various 
companies it has been shown that there 
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is a wide variation of action. One com- 
pany accepts commissioned officers in the 
army, navy, marine corps and coast 
guard who are now connected with the 
air corps, or who expect to enter such 
service, with an extra premium of $25 
per $1,000. In this class of service, as 
pilots, it is shown that it is a part of 
their duty and training to engage in 
aerial acrobatics. This same company 
will not consider an applicant who flies 
as a passenger. 


Another interesting fact that the sur- 
vey shows is that the extra premiums 
charged in the various branches of the 
industry are largely dependent upon the 
number of flights or hours flown. Even 
though the number of exposures may in- 
fluence the underwriting .of those who 
fly, it is the opinion that the important 
factors are where and how the insured 
is to fly. ; 

With regard to the insuring of pilots, 
it is apparent that those who fly for com- 
mercial companies over regularly pre- 
scribed routes and carrying passengers, 
freight and mail, are the safest type. It 
is realized, on the other hand, that the 
spread could not be at all large for this 
class at the present time. It is further 
realized that this type of risk may at 
any time discontinue commercial flying 
to enter the experimental or military 
fields, which adds a definitely undesira- 
ble feature to the underwriting. 

In order to secure the attitude of the 
life insurance companies with reference 
to those who participate either as pas- 
sengers or in other capacities in aero- 
nautic activities, a questionnaire was 
sent to the fifty leading companies in 
this country and Canada, according to 
se volume of business in force January 

1927, and replies were received frorn 
ail of the companies. 

The survey showed that nineteen com- 
panies are considering applicants in vary- 
ing degrees, while thirty-one stated that 
they will not consider an applicant who 
either travels by air as a passenger or 
who is identified with the industry. 

Result of Survey 
The numbers designating the various 


“acerca 


companies which appear before the an- 
swers to the questions have no signifi- 
cance other than to identify their an- 
swers to the eight questions. The .ques- 
tions and answers were as follows: 

Question 1: “Do the policy contracts 
issued by your company contain a clause 
covering those who travel by air as pas- 
sengers?” 

Forty-two companies do not have a 
clause. 

Eight companies have a one or two- 
year clause as follows: 


3. If death occurs while participating 
in any aeronautic expedition or activity 
within two years of date of policy, either 
as passenger or otherwise, only the re- 
serve will be payable. 


4. “Aeronautics. If within two years 
from date hereof the insured shall die as 
a result of engaging in aeronautics other 
than as a casual passenger, the amount 
payable to the beneficiary under this 
policy shall be the sum actually received 
by the company for premiums thereon 
and no more.” 

6. “During the first two years of this 
policy, the assured may not engage in 
any branch of aeronautics or make any 
aerial flights whatsoever, otherwise than 
as a passenger who is not owner of the 
conveyance, without the written consent 
of the company and the payment of such 
extra premiums as the company may de- 
termine. Should the death of the as- 
sured occur during the first two years 
of this policy directly or indirectly as a 
result of his so engaging in any branch 
of aeronautics or of making the aerial 
flights referred to above without paying 
the extra premiums required by the com- 
pany, the liability of the company shall 
be limited to the return of all premiums 
paid.” 

7. .Our policy contains a provision re- 
stricting the amount of liability to the 
reserve in the event of death from aero- 
nautical activities within one year. 

10. “Risks not Assumed: If within 
one year from the date hereof the in- 
sured shall participate in any aerial as- 
cension—and subsequently shall die as 
a result directly or indirectly thereof, the 


——— 


liability of the company shall be limited 
to the amount of premiums paid in cash 
on this policy. 

“Disability and double indemnity bene- 
fits shall terminate in the event that the 
insured shall—participate in aerial or 
submarine operations.” 

13. “This policy is unrestricted as to 
residence, travel or occupation, except 
that death while participating i in any sub- 
marine or aeronautic expedition or activ- 
ity, either as a passenger or otherwise, 
or as a result of so participating, if with- 
in one year from the date hereof, shall 
render the company liable for only the 
reserve under this policy.” 

16. “That death within two years from 
the date of any policy issued upon this 
application, caused directly or indirectly 
by my engaging in any aeronautical as- 
cension or activity, either as a passenger 
or otherwise, or occurring while so en- 
gaged (otherwise than in military or 
naval service in time of war, concerning 
which service conditions shall be made 
in said policy) is a risk not assumed by 
the company and, in the event of such 
death, the liability of the company shall 
be limited to an amount equal to the 
actual premiums paid on the policy.” 

34. “If within one year from the date 
hereof the insured shall die either in con- 
sequence of engaging in an aerial flight 
or by his own hand, whether sane or in- 
sane, the liability of the company shall 
be limited to the amount of the reserve 
hereon.” 


In answer to question 2: “(a) Is there 
an extra premium charged to cover this 
protection? (b) What extra premium? 
(c) Is this premium a flat extra or does 
it depend on a sliding scale of the ap- 
proximate number of times yearly the 
insured will fly?” the following state- 
ments appear: 


2. We issue at standard rates to ap- 
plicants of mature years whose finances 
show that. they are willing and able to 
fly on nationally or internationally 
known air lines properly financed to con- 
duct regular passenger service between 
two definite airdromes. Such applicants 
we, consider for limited amounts after 
very careful individual selection if a very 
limited number of flights is contem- 
plated. 

3. Each case considered on individual 
merits. Occasional flights with respon- 
sible pilot and reliable craft would not 
necessarily require a rating. As definite 
assurance as possible, however, required 
that flights not more than occasional and 
no intention of taking up flying as a 
regular pastime. It has been our at- 
tempt to consider all risks exposed to 
aviation hazard on such a basis, consid- 
ering favorable applicants flying as 
much as three hundred hours a year 
acceptable with rating not less than $50. 

(a) Yes, we assess the expected 
extra mortality by an extra premium. 
(b) $50 per $1,000 and up. (c) Our ex- 
tra premiums are flat extras and if the 
number of flights intended to be made 
are few, we will agree to refund any ex- 
tra overpaid, charging $2.50 per flight. 

12. (a) Yes. (b) $25 per $1,000. (c) 
Flat extra. 

14. Where the insured states that he 


(Continued on page 12) 
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If the answer does not satisfy, learn the advantages of a 

contract with Fidelity. More than 36,000 direct leads a 

year from Head Office lead service. 

Fidelity is a low net-cost Company, operating in forty 

Full level net premium reserve basis. 

$350,000,000 insurance in force—growing rapidly 
Write for our booklet ‘‘What’s ahead ?’’ 


The Fidelity Mutual Life Insurance Company 
WALTER LeMAR TALBOT, President 
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ACACIA MUTUAL LIFE ASSOCIATION 


ee 


<uaidtela ahaa Over $20,000,000 


THE IDEAL POLICY 
The low initial premiums ‘of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 
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Two Points 
for Busi- 
ness Insurance several of his busi- 
ness insurance inter- 
an article he wrote for the 
“Pelican” which contains valuable in- 
formation. He said in part: I had been 
soliciting a friend of mine for personal 
insurance, but was unable to get any- 
where. I learned that he took in a part- 
ner, so I went to see him on partnership 

insurance. I said: 

“Harry, do you realize that if any- 
thing happens to your partner you are 
out of business? 

He said, “No, why?” 

“The state of the market is such to- 
day that a forced sale will bankrupt 
you.” 

He said, “I will take the widow in as 
a partner,” and the partner nodded as- 
sent to such an arrangement.. 

I said, “That’s fine, but the widow can 
only speak for herself, she cannot speak 
for the minor children. You are still 
up against the necessity of settling their 
interest, for no judge will permit funds 
belonging to minor children to be in- 
vested in such a hazard for a minute.” 

This floored him. 

“Oh, well,” he said, “I can get the 
money at the bank.” 

I said, “That’s fine, I congratulate you. 
Pay the bank 6% for a debt, pay me 
3% for an asset.” They were examined 
that afternoon. 

One objection you will meet in solicit- 
ing partnership insurance is that they 
will tell you they have provided against 
this hazard by an agreement. They feel 
amply protected. There is a_ splendid 
opportunity to spoil a good sale by as- 
suming a hostile attitude to the agree- 
ment. I don’t; I say: 

“Il am glad to hear it. There isn’t 
one firm in a dozen that has exercised 
the forethought to draw up such an 
agreement. But I assure you that my 
plan in no way counteracts yours: it 
supplements it.” 

Such agreements often provide that the 
survivor shall have time to retire the 
interest of the deceased whether or not 
the firm is in a position to pay large 
sums of cash out to meet these terms. 
But they have not; they have to borrow 
money at the bank; they are again pay- 
ing 6%: to a bank. So I say: 

“Your agreement is fine. It gives you 
time. Mine gives you money. The com- 
bination gives you the business.” 

: *£ * 


One of the chief 


views in 


Present causes of lapsed poli- 
a Definite cies, as well as of the 
Plan failure of so many life 


insurance salesmen to 
earn a sustaining income, is the agent’s 
failure to impress upon the prospective 
applicant that the insurance policy has 
a well defined and understood purpose 
and that the prospect should not begin 
the premium payments unless he is sold 
on the idea of continuing them until the 
results which the agent has pictured to 
him have been realized, says a. writer 
in the Illinois Life Bulletin. 
Haphazard soliciting and presentation 
of policies secures some business but 
the most means but very little profit to 
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Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 
A. H. Kollenberg, 


of the Mutual Bene- 
fit Life, has described 


the agent and an actual loss to the ap- 
plicant and the company, since policies 
purchased at haphazard do not persist 
because their need and value have not 
been impressed upon the insured, and 
as recurring premium payments fall due 
about all he recollects about the policy 
is that it was sold him under pressure 
by an agent. 

Policies, the attractive features of and 
need for which the agent has thoroughly 
sold the prospect on, are not only slow 
to lapse but carry higher premiums than 
the policies sold by those agents whose 
chief incentive is to make a commission 
on the prospect, neither knowing nor 
caring if they have sold to him some- 
thing that he clearly understands and 
which will meet in a worth-while way 
a desirable and advantageous insurance 
and investment need. 





N. Y. LICENSES 


The following brokers licenses have 
been issued by the New York Insurance 
Department: 

Arthur N. Arenson, Jackson Heights, L. I. 

Leo Wilson, New York City. 

Walter Earle Crafts, Brooklyn, N. Y. 

John Victor Kipp, New York City. 

Chester A. Conkey, Brooklyn, N. Y. 

George H. Mecke, New York City. 

John Masser, Jr., New York City, N. Y. 

Lee S. Russum, New York City. 

John P. W. Ceder, Pelham, N. Y. 

Gregory Landsman, New York City. 

James F. Amator, New York City. 

Irving Keiningham, New York City. 

A. G. Walker & Co., Inc., New York City. 





COLONIAL LIFE CAMPAIGN 


The Colonial Life of America has just 
started a two weeks’ intensive campaign 
for both ordinary and industrial busi- 
ness. The latest issue of the “Colonial 
News” contains an appeal to the agents 
to bring every ounce of determination 
and energy they possess to the task of 
securing the amount of business allotted 
to them by the company. 

The slogan for the campaign is “Every 
man a producer!” 





Aviation Covers 
Rapidly Increasing 
(Continued from page 11) 
intends to engage in aviation or where 
we have other information to that ef- 
fect, our issue will naturally depend upon 
our estimate of the probable amount 
of flying to be done by him. Reserve 
Officers and others who make occasional 
flights are accepted for a limit of $5,000 
with an annual extra of $10 per $1,000. 
19. Yes. $25 per $1,000—flat extra. 
23. If the applicant reserves the right 
to make an occasional flight in connec- 
tion with his business, our policy would 
be issued without any restriction being 
imposed on this account. The treatment 
given in specific cases would depend on 
the special circumstances of the case. 
If the applicant stated he made weekly 
trips in connection with his business on 
recognized air lines, we would charge 
an extra premium. We have not had 
any experience in such cases as yet. Ex- 
tra charged would be a sliding scale. 
(To be continued) 


ENDORSE CONVENTION CITY 





Detroit Scene of Next Meeting Nat’l 
Ass’n_ Life Underwriters; State 
Managers Pledge Support 
At the regular monthly meeting of the 
Association of Managers and General 
Agents of the various life companies op- 
erating in Detroit and the State of 
Michigan held last week, a resolution 
was passed in which every one present 
endorsed enthusiastically the action 
taken by the National Committee at 
Memphis in deciding to hold the next 
annual convention of the National As- 
sociation of Life Underwriters in the city 
of Detroit. Members promised their 
whole-hearted support and fullest coop- 
eration in making this convention one 
of the greatest in the history of Life in- 

surance in America. 

It was also the ‘sense of the meeting 
that fullest publicity should be given 
to the thought that Detroit was never 
averse to holding the convention here 
or that it was lacking in its desire to 
extend its hospitality to the members of 
the national association, but owing to 
the fact that five consecutive invitations 
had been given to the national associa- 
tion to meet here, they felt that the time 
had arrived when it was important to 
have a unanimous decision from the na- 
tional committee itself. The spontane- 
ous action taken by the committee at 
Memphis has cleared the atmosphere, as 
far as Detroit is concerned and the life 
men of this city are desirous of assuring 
the association that when they visit De- 
troit, they will receive a welcome worthy 
of this dynamic city. Plans are under 
way now to double the membership of 
the association and very shortly a com- 
mittee will be appointed to lay plans to 


— the coming meeting the best of all 
ime. 





Halu, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
RRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Denver Des Moines 





IN NEW QUARTERS 
The New Orleans agency of the Union 
Central Life is now located in its new 
quarters in the Canal Bank building. The 
agency isin charge of James W. Smither, 
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TWO MEN 














We have two new 
territories for two 
good men under 
real general agents’ 
contracts. 


Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 


























“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 
can use. Do it now! By mail, 
please. 


Canada Life Assurance 


Company, 
110 William Street 
New York City 
Beekman 5058—6691 











satisfaction in so doing. 


limits 10 to 70. 








34 Nassau Street 


You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


Age’ 





New York, N. Y. 
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Points On Selling 
Policies To Farmers 


NOT UNLIKE BUSINESS MAN 
Must Be Shown Economic Order of 
Things, Says Spokane, Wash., 
Agent, Mutual Benefit Life 








Thomas F. Milligan, of Spokane, Wash., 
representing the Mutual Benefit, in 1927 
insured 77 lives for $352,500. Many of 
them were farmers. In writing to the 
agency publication of the Mutual Benefit 
of his methods Mr. Milligan says: 


In selling to the farmer, I take the 
position that he is not unlike the busi- 
nessman in the city, in that his success 
depends upon his time and his ability. 

He may or may not own property of 
any considerable value and the scope 
of his operations of course varies in size. 
Most of the farmers are more or less in 
debt, and most of them have families. 

The young or middle aged farmer of 
the present is usually possessed of at 
lease a high school education, and in 
many instances is a graduate of some 
college; even if he has not had these 
advantages, he wishes his children to 
have them. r 

Recognizing these conditions, I pro- 
ceed along the following lines: 


Economic Importance 

First—Make him understand the im- 
portance of his position in the economic 
order of things. Show him the value of 
his time to his business, how by his 
training in school and his experience as 
a farmer, he has acquired the ability to 
make money; that the value of Lis abil- 
ity may be measured in terms of income, 
but that the exercise of his ability re- 
quires time and personal activity. 

Income being derived from two 
sources, capital and personal activity, 
ask him to estimate, on a percentage 
basis, how much of his income is de- 
rived from each. . 

Show him that it is his ability tha 
determines the selection of his invest- 
ments, and therefore controls the income 
from that source. That his personal in- 
come is dependent upon his time and 
activity, and how the loss of either or 
both will affect his entire income, and 
how life insurance may be used to meet 
the loss of income, destroyed through his 
being involuntarily withdrawn from his 
business. 

Show him how much capital invested 
at 5% it would require to replace his 
personal income and call his attention to 
his death being equivalent so far as his 
family are concerned, to the destruction 
of this amount of capital. Ask him if 
he is satisfied to face the situation with- 
out some means of replacing the loss to 
his family. At the same time show him 
how lifs insurance will replace such loss. 

Debts 

Second—If he owes money, and most 
ot then owe plenty, ask him if it is his 
intention to repay the loan out of: his in- 
come out of his capital. Of course 


the answer will be, “Out of income.” 
Then show him how his income is de- 
Pendent upon time and personal activity, 
and how the failure of either will affect 
his income, and in turn, his ability to re- 
Pay the loan. If the loan is not paid 


out of his income it will have to be paid 
out of his estate, and if so paid, it is 
Usually done at a considerable sacrifice. 
Show him how life insurance will relieve 
the situation, 
In most states the head of the family 
has considerable latitude in the handling 
ol community property, but while the law 
May give him such right, he has no moral 
night to jeopardize the residue of his es- 
tate by allowing a charge to be placed 
“8ainst it, unless provision for its. relief 
8 made through life insurance. 

, Children 
wit Generally speaking, his children 
Teceive their education by the time 

ey are twenty-five or not at all. 
how him that his income is essential 
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Announces a new and complete 
line of single and annual premium 
annuities effective June 1, 1927. 














to accomplish their education, that the 
failure of his income means the failure 
of their education. His children will go 
out into the world equipped to fight its 
battles, or go out under a handicap, in 
so far as it relates to education; that it 
is incumbent upon him to determine 
which; that the responsibility for either 
rests with him. 

Again call his attention to his income 
being dependent upon time and his ac- 
tivity, and how life insurance will enable 
his children to continue in school, if his 
income is destroyed by death. 

I never quote premiums until the idea 
is sold, making the assumption that the 
cost of life insurance is not measured in 
terms of premium, but in terms of con- 
sequences. 

If he is in the field when I call, I 
never talk with him other than to make 
an appointment, unless he wants to talk 
in the field. In conducting the inter- 
view, I never refer to the amount of 
grain or live stock necessary to pay for 
the insurance, but talk to him of the 
value of life as I do the man in the city. 
This is different from the usual method 
employed with the farmer and therefore 
holds his attention, and attention is nec- 
essary to the sale. 

I drive a good car and keep it looking 


well, dress the same as I do in the city, 
for I believe the farmer does not differ 
from others in that he likes to do busi- 
ness with those who have the appearance 
of being successful. 





PAYS FULL CLAIM TO WIDOW 
. The Western & Southern recently paid 
to the widow of Detective Sergeant 
Mialback, a Louisville policeman, the 
proceeds of a $1,000 ordinary life policy; 
also a check for $531 representing the 
industrial policy which she held on her 
husband’s life with the same company. 

Mialback, who met his death in a 
triple tragedy in Louisville recently in 
which two other policemen were killed 
in a pistol duel, sent his application for 
the thousand dollar policy to the home 
office of the Western & Southern a short 
time before this occurrence, and _ it 
reached there on October 6, twelve 
hours after he had died. —~ 





The Census Bureau estimates the “cash 
velue” of a child of 15 at $25,000, which 
represents the difference between the 
wealth he will produce and the wealth 
he will ccnsume during his expectancy. 
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MAKING GOOD 


Leaders Club Membership for 1926-27 
is 25% greater than in any previous year 


THE CONNECTICUT 
LIFE INSURANCE COMPANY 
Hartford 


Over 80 years in Business 
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Bruce Barton’s New 
Book On Religion 


BELIEVES IT HAS HELPED MAN 





Publication Deals in Length with the 
Constructive Idea for an Age 


of Doubt 





Bruce Barton’s new book, “What Can 
a Man Believe?” deals with the con- 
structive idea for an age of doubt and 
was inspired by a letter from a friend 
who had read two of Mr. Barton’s books. 

The letter was from a father of two 
children and president of a very large 


business. In part it reads: “I have read 
your two books. I. have also read an- 
other which is better than you ever 


thought of writing—the book of Job. 
There is a man I like. He speaks my 
language. He was successful in business; 
he had a nice property; he was a good 
father, and a first-class citizen, trying 
to do his best. What happened? Sud- 
denly, for no good reason, he loses his 
property and his health. His wife turns 
against him, and the whole town regards 
him as an outcast, punished for some 
secret sin. Worst of all, three theolo- 
gians come to comfort him with plati- 
tudes that Job knows are not true.” 

The letter further states that, “I would 
like to see a book written which would 
answer the following questions: First— 
Would the world be better or worse off 
if it should abolish religion? Second— 
Has the church done more harm than 
good?. Third—Of the various religions 
now extant which is the best? Fourth— 
What few simple things, if any, can a 
business man believe? Fifth—If there 
is to be a ‘faith of the future’ what kind 
of a faith will it be? 

Will Give Book to Son 

“Tf you will write such a book I will 
read it. If it meets the questions hon- 
estly [ will give it to my son and to the 
younger men in my business. If it 
dodges the questions; if it tries to creep 
behind my reason through the back door 
of my emotions, I will burn it up as I 
should any other germ carrier. 

“Consider this letter an order for the 
first copy. The theologians may shoot 
you at sunrise, but these questions that 
I have asked are what we ordinary fel- 
lows want to know. And that, by the 
way, might be your title—we want to 
know.” 

In the first chapter Mr. Barton dwells 
on the question, “Should Religion Be 
Abolished?” He says, “Of what stuff is 
religion made? Has it been to a man 
a help or a hindrance in his upward 
struggle? And whether a help or a hin- 
drance, if it be merely the child of his 
owl, imagining, has he not now become 
strong enough to discard its assurance 
and walk courageously alone?” Mr. Bar- 
ton believes religion has been a great 
help to man. 

The author passes on to the second 
chapter and asks, “Has the Church Done 
More Harm Than Good?” In part he 
states that, “There are four honest 
things to be said on the side of the 
church. First—It alone stood firm 
through vandal invasions and salvaged 
enough to provide foundations for a new 
civilization; second—through all the 
ages it has been faith and _ kindliness 
and the hope of immortality to the sub- 
merged millions; third—through all the 
ages it has inspired the finest characters, 
the sweetest spirits; and fourth—it gave 
us our democracy, our higher education, 
and the tender impulses on which phy- 
sicians and legislators and social work- 
ers have erected their works for the suf- 
fering and the poor.” 








BENJAMIN ALK SPEAKS 

Benjamin Alk of the McWilliam and 
Hyde agency of the Penn Mutual, 285 
Madison Ave., New York, addressed the 
members of the Frazer Agency of the 
Connecticut Mutual at the regular Mon- 
day morning meeting of that agency on 
October 24th. Mr. Alk discussed “Pro- 
gram Insurance.” 
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The Investor in an Equitable : 
Policy or an Equitable Life 
Annuity has no 
ticker tape worries 
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Phila. Underwriters 
Honor F. G. Woodworth 


NOW  V.-P. 





OF GIRARD LIFE 





Tendered Dinner and Presented With 
Silver Service and Grandfather’s 


Clock; J. M. Blake Presides 





Members of the life insurance frater- 
nity of Philadelphia gathered at the Penn 
Athletic Club on Tuesday evening of last 
week at a dinner given by them to Fred- 
eric G. Woodworth, recently elected 
vice-president of the Girard Life, of this 
city, as a token of the high regard and 
esteem in which they held him during 
the many years of close association to- 
gether in the work of the Philadelphia 
Association of Life Underwriters. 

Mr. Woodworth, who relinquished the 
superintendency of the local office of the 
John Hancock Mutual, after twenty- 
seven years of service with the com- 
pany, to accept his new official post with 
the Girard Life, came to Philadelphia 
over fifteen years ago. During those 
fifteen years he has not only built up 
a splendid organization for the John 
Harcock but has given freely of his 
time and effort to promote the welfare 
and success of the Philadelphia Associa- 
tion of Life Underwriters. He has been 
a prominent factor in furthering the 
friendly spirit of co-operation among the 
life insurance agency heads of this city 
and through his work with the local as- 
sociation he has done much to place the 
business of life underwriting on the high 
plane that it enjoys in Philadelphia. 

During this service Mr. Woodworth 
made many friends within the ranks of 
the life insurance fraternity here and 
the dinner on Tuesday evening was an 
outpouring of these friends to extend to 
him their appreciation for his work in 
the past and their well wishes for his 
success in his new undertaking. 

Jim Blake Presides 

Following the dinner, toastmaster 
James M. Blake, of the Massachusetts 
Mutual Life, told of the pleasure in gath- 
ering to honor one of his associates, after 
which he introduced Robert K. Eaton, 
vice-president of the John Hancock Mu- 
tual. \ir. Eaton expressed his regret at 
the loss of such a valuable member of 
his company’s organization, telling of his 
long and friendly association with Mr. 
Woodworth, and congratulating the Gi- 
rard Life upon selection of their new 
Vice-president. 

Insurance Commissioner Matthew H. 
Tagga: , of Pennsylvania, spoke of his 
gratification in being so often invited to 
dine with Philadelphia Life Underwrit- 
ers, touched briefly on departmental af- 
fairs, and paid Mr. Woodworth a very 
fine tribute not only with his presence 
but his well wishes. ; 

Neils M. Olsen, president of the Phila- 
delphia Association of Life Underwriters 
and close associate of Mr. Woodworth 
: the local office of the John Hancock 
Mutual, speaking on behalf of the asso- 


cation told the new vice-president of the 
Girard Life that he carries the best 
Wishes of the organization with him in 


his new capacity. On behalf of the 
members of the local office of the John 
ancock Mr. Olsen then presented Mr. 
Woodworth with a beautiful silver ser- 
Vice set as a lasting token of apprecia- 
lion from his fellow workers. 
Albert Short Speaks 

Following a word of thanks and ap- 
Preciation, Albert Short, president of the 
‘rard Life, told of his search for a man 
Capable of filling the important post in 
is company. Traveling to New York, 
Hartford, 3oston and other insurance 
centers without success, President Short 
recalled the message of Russell Con- 
well’s, “Acres of Diamonds,” and began 
to search his home field. After looking 


over the ground carefully President 
Short heard of Mr. Woodworth, met 
him, liked him and after exchange of 
confidence liked him still more, with the 
result that Mr. Woodworth became vice- 
president of the company. “It was a 
case of the job seeking the man and not 
the man seeking the job,” said President 
Short. 

With questions the order of the eve- 
ning, toastmaster Blake then presented 
twenty questions, humorously answered 
by J. Renwick Montgomery, local man- 
ager of the Phoenix Mutual, after which 
H. L. Smith, president of the Pennsyl- 
vania State Association of Life Under- 
writers, paid Mr. Woodworth fine com- 
pliments for his work in the state or- 
ganization. The closing event of the 
evening was the presentation of a mag- 
nificent grandfather’s clock to Wood- 
worth, the gift of the Philadelphia life 
insurance agency heads. 





NEW AGENTS IN KENTUCKY 


J. O. Russell, manager of the western 
Kentucky agency for the Union Central 
Life, has appointed Joseph Gockel and 
J. Reis Trathen, as agents for the com- 
pany with headquarters at Paducah. 





“He who hunts for flowers will find 
flowers, and he who loves weeds may 
find weeds.”—Henry Ward Beecher. 














THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 
increase in new business over 1925. All previous records have been shattered. This 
great expansion is due in marked degree to the splendid spirit of co-operation between 
the Home Office and the Field Force. 


Men contemplating entering the life insurance business would do well to communicat 
with this fine old Massachusetts company before deciding. . 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 




















EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 
our Reputation. 


New England Mutual Life Insurance Co. 


Boston, Mass. 





















America. 








Success... 


built on service 


HEER service to its representatives and policy- 
holders explains the phenomenal growth of the 
Missouri State Life Insurance Company. 

In 35 years this Company has become a nation-wide institu- 

tion, ranking among the leading life insurance companies of 

From a little over one hundred million dollars of 

insurance in force eleven years ago the Company today is 

very near the Three Quarter Billion Mark. Its business has 
more than doubled in the past five years. 


This Company writes all forms of Life, Accident and Health, 
and Group Insurance. Its policies are broad in coverage, free 
from restrictions, and its rates are the minimum for the 
utmost in protection. 


Men of high character and ability are offered a real future 
with this Company. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 


A Great Company Daily Growing Greater 


Home Office, St. Louis : 
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The Atna’s 7 Agencies in and 
near New York City are qualified 
to serve ably because — 3 


They represent a Company ing, supervision, and encourage- i 

seventy-seven years old, na- ment of their agents. That’s g 
tionally well-known, financially — why their force of Atna-izers is | 
sound, respected for its prompt loyal and productive. ( 
and fair payment of just claims. 


Uninterrupted direct com- g 


7 They are conducted by men munication with the Home 

of practical insurance ex- Office facilitates and expedites 
perience, capable business men in the handling of cases which de- 
whom the wish to serve is strong aignd jenmsediate  considevation 
and sincere. snd action. 


3 They offer a complete line 

of Etna policies, wide in 
scope, to fit specific needs, and 
at low guaranteed rates. 


A centralized Conservation 
Bureau operates in the inter- 
ests of Etna policyholders, giv- 
ing them the thought, attention, 
and service which holds them as 
4 They bring into their con- clients and as constant pros- 
tacts with insurance brokers _— pects. 
a fine atmosphere of cooperation, 
and a spirit of ready, thorough 
responsiveness to any request. Their staff includes capable 
Group representatives who 
are at the command of brokers 








5 They make a seri- andagents who 
ous business of want expert and 
building their agen- Etna Life accurate counsel on 
cies, with particular Insurance Company Group and Wholesale 
° : Hartford Conneéticut 
emphasis on the train- cases. 


A strong Etna organization serving New York and vicinity 





J. P. Graham, Jr. R. H. Keffer T. M. Searles 

16 Court Street 100 William Street Essex Building 4 
Brooklyn, N. Y. New York City Newark, N. J. ‘ 

H. C. Hubbell R. E. Goewey E. A. Muller L. O. Schriver, pro tem. x 
110 East 42d Street 391 East 149th Street 225 Broadway 225 West 34th Street \ 
New York City Bronx, N. Y. New York City New York City ye 





fie 





























™ “amen er " sareauey mu —— ‘come Camm Camm Came Cum 
tL. Ce i Se es en -()-—-—= o -<— > ><> >< > >t 


November 4, 1927 


—_= 





N 





Withor 
tween 
the be 











November 4, 1927 


—_— 














Mellor-Allen Team 
Together Again 


(Continued from page 1) 
swing of things and in an amazingly 
short time he was leading the company. 
Mellor & Allen in New York 


It was in 1913 when A. Rushton Allen 
joined forces with him that the well- 
matched team of Mellor & Allen came 
into existence. So easily and skillfully 
did they break all production records of 
the company that they were made its 
general agents in New York in March, 
1916. 

The problem that confronted them was 
a big one for the company had been 
stagnant in New York and needed fresh 
young blood to pep things up. Mellor 





A. RUSHTON ALLEN 


and Allen supplied it. The first thing 
they did was to give a big luncheon to 
which all the general agents and com- 
pany executives were invited. This cen- 
tered attention on the new agency, which 
was just what they wanted. 

It was inevitable that the. production 
of the company in New York would feel 
the impetus of two such striking per- 
sonalities. Without aid of any kind they 
built up the business until it had attained 
an annual paid-for volume of $5,500,000 
in 1919 and ranked first among the lead- 
ers of the company. 

Allen Assigned to Cleveland 

Along about this time a change oc- 
curred which was a shock to the life 
Insurance fraternity. Mellor and Allen 
decided that it would be for their best 
interests to have separate agencies. Mr. 
Allen accordingly resigned from the New 
York general agency and the company 
sent him to Cleveland to take over its 


general agency there. Mr. Mellor re- 
mained in New York as the exclusive 
Seneral agent of the Provident Mutual 
Life. This change 


. was consummated 
without the slightest bit of ill feeling be- 
tween the two men and they remained 
the best of friends. 

Mr. Mellor carried on in New York 
until January, 1920, when another sur- 
Prise presented itself. This time because 
of difference of opinion Mr. Mellor left 


the Provident Mutual Life as general 
agent but retained his agency contract 
with it. He became associate general 
agent of the L. A. Cerf Agency of the 
Mutual Benefit and in spite of manage- 
rial duties continued his high personal 
production. 


Has Paid for $20,000,000 in 15 Years 


Later he returned to Philadelphia, his 
home town, and under the firm name of 
Sigourney Mellor & Co., represented the 
Equitable Life of Iowa there for a time. 
And in that company as with others, he 
led in volume. In fact, his personal rec- 
ord since entering life insurance is now 
over $20,000,000 of paid-for insurance 
which is no mean record. 

Mr. Allen comes into the picture at 
this point. He and Mr. Mellor had been 
in constant communication with one an- 





SIGOURNEY MELLOR 


other since 1919. Mr. Allen frequently 
wrote of his success in the field of life 
insurance trusts and how he was study- 
ing law in order to fit himself to handle 
such business in a capable fashion. 
Finally the two men decided that they 
could not do a wiser thing than to re- 
unite in Philadelphia under the old firm 
name and specialize on life insurance 
trust business. Mr. Allen, accordingly, 
has resigned as general agent in Cleve- 
land where he has built up the agency 
from $1,000,000 paid-for to $4,500,000. 

Allen Sees Great Future for Insurance 

Trusts 

Listening to Mr. Allen, one is im- 
pressed with the importance he places 
on the future of life insurance trust busi- 
ness. He told a reporter for The East- 
ern Underwriter this week that he found 
Cleveland one of the pioneers in this 
field upon his arrival there and imme- 
diately started to form contacts with 
local trust companies. 

He noted that they were running ads 
in the daily newspapers featuring life 
insurance trusts and that they urged life 
insurance men to co-operate with them. 
Mr. Allen jumped at this opportunity but 
found that it was an uphill fight at first 
to sell his own agents on the idea. It 
took him five years to do it but today 
the largest producers in the agency are 
those who handle this type of business. 
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RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,’ whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 











At the same time Mr. Mellor had beerg 


doing similar work in Philadelphia an: 
he says it has enabled him to break a! 


records of the Provident Mutual Life! 
this year, having paid for $1,283,000 sc LLINOIS FE NSURANCE | 
far which has won him the honor of 


being president of the company’s lead- 
ing club. He expects to wind up th: 
year by placing $2,500,000 with this com- 
pany and giving additional business to 
other companies. 

Business Easy to Sell 

“So it will be seen,” explains Mr. Mel- 
lor, “that our idea of featuring life in- 
surance trust business will bear fruit. 
We are adverse to favoring any one par- 
ticular trust company, preferring to let 
the policyholder pick his own. 

“I’m impressed by the fact that the 
life insurance trust offers no sales re- 
sistance; you don’t have to use high pow- 
ered methods to sell it; business men 
just buy it. 

One of Mr. Mellor’s most consistent 
aroumen‘s is that life insurance is a 
scientific application of life values to hu- 
man needs. He states that it will be on 
that appeal that the new corporation will 
function. 

Both he and Mr. Allen are prominent 
in »ssociaticn work, he having served as 
chairman of the program committee of 
the Philadelphia Life Underwriters’ As- 
sociation Inst year and a member of its 
board of directors. Mr. Allen was vice- 
president of the Cleveland Life Under- 
writers’ Association. They are both 
University of Pennsylvania men and at 
the present time Mr. Mellor is taking an 
active part in the raising of $45.000,000 
for the Greater University of Pennsyl- 
vania Fund. 

Tie-un With Non Can. Policies 

Acencintad with Mellor & Allen, Inc.. 
are Dr. Henrv H. Brown. former sen 
eral agent of the State Mutual Life i 
Philadelphia, and James L. MacLean 
who has been with the organization for 
the past few years. Both of these mer 
will continue to devote a laree part of 
their time to the creation of non-can- 
cellable accident and health policies. 
which are not only used for the replac- 
ing of earning power but more for the 
purpose of protecting the life insurance 
premiums on policies produced by the 
agents. 

Instead of selling a man on the dis- 
ability clause in his life policy, Mr. Mel- 
lor favors selling him a non-cancellable 
accident policy, feeling that in this way 
he will have greater protection. 





UNION MUTUAL LIFE DRIVE 

In the drive for new business in honor 
of President and Mrs. Arthur L. Bates, 
inaugurated bv the field organization 
of the Union Mutual Life for the month 
of October, business issued for the first 
twenty days of the month has run about 
three times that issred in the first twenty 
days of October 1926, and at the request 
of the agencies, the time of the drive 
has-been extended to include November, 
to permit a larger portion of the issued 
business to be reported paid-for. 





Perez F. Huff of New York who is 
now in the investment as well as in the 
insurance business was guest of honor 
at a banquet given in New Orleans by 
W. Irving Moss, president of the Union 
Indemnity. While in New Orleans Mr. 
Huff sold 25,000 shares of the Insur- 
ance Securities Co., which is the holding 
organization of the Moss companies. 
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GREATEST 
ILLINOIS 
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ANTS GOOD MEN 
AND 
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George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

dress: 
ERNEST C. MILAIR 
Vice-President and Secretary 











N. Y. PLANS FOR THRIFT MONTH 

The thrift committee of the Life Un- 
derwriters’ Association of New York dis- 
cussed its plans for life insurance thrift 
month in January at a meeting held on 
Tuesday at the Old Colony Club, New 
York. 

The indications are that the commit- 
tee’s work this year will even surpass 
the accomplishments of last year when 
about $2,000 was raised and hundreds of 
posters and inserts were distributed. 





105-107 Fifth Avenue 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 
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Actuaries Play Golf 
And Climb Mountains 


SPORT AT SPRINGFIELD MEET 





B. D. Flynn, Travelers, Won Low Gross; 
J. G. Parker, Imperial Life, 
Low Net 





It was brought out at Springfield, 
Mass., recently that there is another side 
to the life of actuaries other than log- 
arithms, calculus and algebraic problems. 
It is amazing and refreshing how those 
delvers into the mystics of figures can 
play, and their accomplishments do not 
end there, for The Eastern Underwriter 
has from, its special correspondent at- 
tending the Actuarial Society meeting at 
Springfield, a most interesting and read- 
able account of the actuary sport activi- 
ties which would make the average news- 
paper man jealous. 

Let us without further delay divulge 
the name of our correspoudent. He was 
none other than Edward B. Morris, the 
eminent actuary of the Travelers. 

Our correspondent starts out in fault- 
less style. He says: “The Fall meeting 
of the Actuarial Society xt Springfield 
was a most delightful gathering, thanks 
to the hospitality of the Massachusetts 
Mutual Life, which acted as host to the 
Society.” 3 

Continuing, he said: “The real func- 
tions of the meeting you have undoubt- 
edly noted from other sources. I have 
thought that a report of certain minor 
and not necessarily uninteresting fea- 
tures might be worthy of comment.” 

This special report might be worked 
up under some such title as “Actuaries at 
Play.” It deals with the result of a 
golf tournament held on the afternoon of 
October 21 at the Long Meadow Country 
Club, one of the final functions of the 
Fall meeting of the Actuarial Society of 
America held October 20 and 21. 

Schedule of Events 

The events contested for in the golf 
match and the rules of the contest 
follow: 

1. Team match between members born 
in the Eastern and Western Hemi- 
spheres. 

The two teams will be selected in 
accordance with the lowest gross 
scores for 18 holes turned in. The 
number on each team will be deter- 
mined by the number qualifying for 
the smaller team. In case of elimi- 


nation, the higher scores will be 
thrown out. There is no prize for 
this event beyond the victory at- 


tained. In handing in your score, 
please state Hemisphere of birth. 
Low gross score. 

Low net score. 

When registering for the tourna- 
ment please state handicap allowed at 
vour local club. 

4. Putting Contest. 

Lowest total number of strokes 
taken on the eighteen putting greens, 
the putting green being construed to 
meaa the short cut grass immediately 
surrounding the hole. 

5. A Blind Handicap. 

Before starting, select and state 
your handicap for this event in such 
a way, if possible, that your probable 
net score will come within the fol- 
lowing range: 

Assuming that the par of the 
course is 72 and that a fair player 
succeeds in equaling par on one-half 
the holes, that he makes two birdies 
and one eagle, plays four holes each 
one over par, one two over par, and 
on the remaining has the following 
troubles: One sliced drive, out of 
bounds; second drive, lost within 
bounds; third shot falls within water 
ditch and has to be lifted; next shot 
is found in bad rough and is un- 
playable; next shot is holed out with 
mashie (count according to U. S. G. 
A. rules). 


WM 


The Results 
The results of the contest for the two 
teams, one from the Western and one 
from the Eastern Hemispheres were as 
follows: 


Wo i. Ee. ep 
BOWS Migs ck65 ssa soe ee 90 Ba MGB ae... 5 2c dost Motnieitcwaes 95 
(5. MOM MEGGRE. cucdcciceacatcetsentes 95 Prenat ‘COMBE xcs. oR ses belek vs 99 
SS PS seca cne in sucwe ceases 96 MGM OIE occ Seca dcinloe Suen eae 101 
GA Cah: 2: oo eae OA err ges oe 100 BR Ao INET cote severe t bey daa 105 
A AS DOU 8s 5c ae «vices ana eetes 100 NE SBEGHTORY 5 o.8c0. 50 eso et 173 
481 573 
Detail Score of Contestants Who Turned In Cards 
Birth Gross Handicap Net Handicap Net (77) Putts 
/ Place of Club “Blind” “Blind” 
Flynn, B. D., Secretary, the Travelers...W 90 12 78 16 74 33 
Parker, J. G., Actuary, Imperial Life..... W 100 20 80 20 80 34 
*Maclean, A. T., Actuary, Mass. Mutual....E 95 15 80 15 80 32 
Martin, L. R., Asst. Acty., Conn. Mut’l Life W 109 20 8&3 20 89 we 
Moore, G. C., Asst. Gen. Mgr., Imper. LifeW 95 10 85 15 80 36 
Tebbetts, J. W., Agcy. V.P., N.E. Mu. Life.W 100 15 85 24 76 ne 
Kilgour, D. E., Actuary, Nor. Amer. Life.W 101 16 85 20 81 37 
Dark, T. A. G. M.-Acty., Excelsior Life..W 105 18 87 19 86 37 
Morris, E. B., Actuary, the Travelers....W 96 8 88 ee 96 ie 
Coburn, A., Vice-Pres., No. Am. Re-Assur..E 99 11 88 15 84 31 
Birkenshaw, J. H., Asst.-Acty., Conf. Life.W 101 13 88 18 83 34 
Bassford, H. R., Asst. Acty., Met. Life...W 115 27 8&8 30 85 $5 
Wood, A. B., V.P. and Acty., Sun Life..W 100 11 89 14 86 =e 
Barber, W. P., Jr., As. Acty., Conn. Mu. L.W 100 22 89 27 &4 ae 
Powell, J. M., Acty., Columbian Natl. Life.W 116 27 &9 25 91 “s 
Moir, H., President, United States Life...E 101 10 91 16 85 ae 
King, W. I., Sec., Conn. General Life..W 109 18 91 24 8&5 38 
Cameron, W. J., Actuary, Home Life...... WwW 121 30 91 43 78 - 
Carpenter, R. V., Acty., Metropol. Life...W 110 18 92 29 81 35 
Lithgow, J. H., Acty., Manufacturers Life.W 114 22 92 15 99 35 
Hunter, R. G., 2d V.P.-Acty., Equitable, Ia.E 105 12 93 16 89 35 
Tarbell, T. F., Acty.-Com., Lia. Dpt., Trav.W 105 11 94 18 87 ie 
Poorman, W. F., Acty., Cent. States Life.W 116 20 96 30 86 38 
Buchanan, J. D., Actuary, London Life...W 121 25 96 28 93 we 
Riley, A. J., Asst. Math., Mut’l Ben. Life.W 127 27 100 27 100 38 
Stemmermann, T. A., Home Life......... W 131 30 101 30 101 ss 
Ren RWB, ORR. GS Sinko Sassen ss cne V 127 BS 102 30 97 . 43 
Herman, J. R., Asst. Acty., Met. Life...W 137 30 107 50 87 re 
Jacoby, O., Metropolitan Life............ WwW 136 27 109 27 109 ae 
Armstrong, E. C., Stat., the Travelers....W 137 25 112 40 97 37 
Brenton, W. P., Metropolitan Life........ E 173 40 133 42 131 re 
*For East and West competition only. 
Name and Company. ; Place of Birth 
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Murphy, R. D., 2d Vice-President and Assoc. Actuary, Equitable Life Assur. Soc..... w 
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Rice, H. 1. B., Actiary... Connecticut Mutual. Like ..oinc ccs oik vis ccsus cccod cceessvandtewcs w 
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The low gross prize was won by B. D. 
Flynn, secretary, the Travelers, Hart- 
ford, Conn., with a score of 90. The 
low net prize was won by J. G. Parker, 
actuary, the Imperial Life, Toronto, 
Ont. (Mr. Flynn being ineligible due 
to the fact that he had won the low 
gross prize) Mr. Parker’s net score being 
80. Arthur Coburn, vice-president, North 
American Reassurance Co., New York 
City, won the putting contest with the 
low score of 31. The “Blind” Handicap 
resulted in a tie between J. W. Tebbetts, 
agency vice-president, New York Mutual 
Life, Boston, with a 76, and W. J. Cam- 
eron, actuarv, Home Life, New York, 
with a 78. The blind handicap resulted 
in a selected score somewhere between 
64 and 94 strokes—the value of “x” in 
the formula having worked out to 15. 
77 was the score finally selected, which 
resulted in the tie above noted. 

There were 42 actuaries who teed off 
in this tournament, but only 31 finally 
handed in attested scores. This and 
the fact that the scoring was high 
were partly accounted for by the fact 
that the day was particularly cold and 
decidedly windy and the Longmeadow 
Country Club course quite a difficult one. 


The Mountain Climb 


In addition to the golf tournament, 16 
of the younger actuaries under the lead- 
ership of W. R. Williamson, assistant 
actuary, the Travelers, indulged in a hike 
or mountain climbing feat. scaling the 
fourteen summits of Mt. Holyoke—the 
highest peak being some 1200 feet, the 
five mile climb being accomplished in 
about two and one-half hours ‘time—all 
the contestants finishing. 


The mountain climbing stunt is an in- 
novation in the Actuarial Society pro- 
ceedings and according to those who par- 
ticipated was very successful and the 
hope was expressed that it would become 
a permanent feature of the program. 
Among those on the mountain climbing 
expedition were: 

H. W. Allstrom, secretary and actuary, 
Minneapolis Mutual Life, St. Paul, Minn. 


A. E. Harkness, actuary, T. Eaton 
Life, Toronto, Ont. 


A. D. Watson, actuary, Government 
Insurance Department, Ottawa, Ont. 

G. L. Holmes. care of Manufacturers 
Life, Toronto, Ont. : 
B. T. Holmes, care of Confederation 
Life Association, Toronto, Ont. 

H. W. Dewey, care of Phoenix Mu- 
tual Life, Hartford. 

H. A. Venus, care of Mutual Benefit 
Life, Newark, N. J. 

H. M. Springer, care of Phoenix Mu- 
tual Life, Hartford. 

A. T. Bunyan, assistant 
Phoenix Mutual Life, Hartford. 

W. W. Terryberry, care of Connecti- 
cut Mutual Life, Hartford. 

W. H. Burling, care of the Travelers 
Insurance Co., Hartford. 

W. Van B. Hart, assistant actuary, 
Connecticut General Life, Hartford. 

A.. N. Guertin, care of Connecticut 
Mutual Life, Hartford. 

W. R. Williamson, assistant actuary, 
the Travelers, Hartford. 


actuary, 





LICENSE REVOKED 90 DAYS 

A. D. Lowenthal, a life insurance 
agent of Louisville, has had his license 
to sell insurance suspended for a period 
of ninety days, by Insurance Commis- 
sioner S. M. Saufley, who charged that 
Lowenthal had sold an insurance policy 
of $5,000 to J. W. Chapman, connected 
with the Chapman Insurance Agency, 
Louisville, for a premium of $20, where- 
as the premium on the policy should have 
been $73.28. Lowenthal claimed that he 
was giving a fellow agent the benefit 
of his commission, but Saufley contend- 
ed that in view, of the fact that Lowen- 
thal was a life insurance agent, and that 
Chapman was a fire and casualty man, 
Lowenthal had no right to cut the com- 
mission. He held that agents selling the 
same kind of insurance were permitted 
by law to do this, but that it did not 
apply to cases wherein agents were sell- 
ing different types of insurance. 








Making One _ Dollar 
Earn Another 








Business conservation, as applied to 
our business, is making the first dollar 
earned earn another. And it is the act 
of keeping a man’s love for his family— 
his dependents—his old age, in force. 

Either of the above thoughts should 
be sufficient urge for any agent to work 
to keep his business. lf he be selfish, 
the dollar doubles. If he has a irue 
regard for his own peculiar position 
which enables him to provide for depend- 
ents he must derive lots of satisfaction 
conserving business. 

Conserving business, no matter by 
what means, is, to my mind, one of the 
best entrees to a man’s confidence. 
When battling to collect a premium, or 
boring in, trying to learn how the pre- 
mium can best be met, you learn more 
about your client’s actual earnings than 
you could in any soliciting act. 

Now, if you know your customer's 
financial position, even though he “can’t 
pay the premium for 60 days” or he’s 
“oot to drop it until next year,” you 
know the strongest lever for getting life 
insurance business. 

An Actual Case 

You know his income; you know much 
of his outgo; you know what he is sav- 
ing, and you know what he ought to 
save; what he ought to provide for his 
family; and you know that (if you know 
your own business) even though he can't 
pay the premium now, he hasn’t enough 
life insurance! 

Let’s take an actual case: A young 
man, married and with five young chil- 
dren, was lapsing his only $2,500 policy. 
His business was confined to new opera- 
tions in a depreciating market and he 
was borrowing money each week against 
accounts receivable in order to keep his 
family and his small business. The agent 
called on him, looked around, and de- 
cided that if he could borrow to keep a 
home he could borrow $150 a year more 
to be sure of the home. The agent 
bored right in—no particular regard for 
the feelings of the man—but just inspired 
because of the need of a mother and 
five children. The lapsing policyholder 
found a way to keep his small policy and 
add enough so that there would be about 
$800 for a clean-up fund and $75 a month 
for a little over ten years. The laps¢ 
was a tip. 

Going to the other extreme: A large 
merchant, for some reason, had been sold 
a term policy for $10,000. That was all 

he had. Business was bad, and even that 
was “going by the boards.” The agent 
had a hunch the man was good. He 
was married, with three children. S° 
the agent endorses a note and keeps the 
business in force. Within a year the 
term policy becomes a permanent policy: 
Within two years total premiums go ove! 
$6,000. 

These stories are merely selected be: 
cause they show two ends of a long 
string. 


INSURANCE TAX IN COURT 








Validity of Levy Laid by Philippines 

Premiums Paid in Foreign Lands 

Is Being Contested 

The validity of a tax on insurance pre 
miums paid in London or Paris by # 
Philippine company is being tested be 
fore the United States Supreme Court 

The petitioner’s contention is that ? 
statute singling out for taxation pe 
sons who obtain insurance abroad ® 
lacking in uniformity under the Jou 
Law. It is argued that it also offent 
the provision of that law which — 
bids legislation depriving any person ° 
liberty or property without due process 
of law. 





Licenses to operate in Michigan he 
granted the Wisconsin Life of Madis0 
last week, it was announced by officld 
of the insurance department. 
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Possible For A Debit 
Not To Show Arrears 


w. M. HARGROVE PROVES IT 





Agent Metropolitan Life, Georgia, With 
Gross Arrears of $122, Achieved Clean 
Slate by Writing Letters 





It goes without saying that the healthy 
condition of any agent’s debit depends 
to a large extent upon his attitude to 
the question of arrears. To maintain a 
sound debit, an agent must do every- 
thing in his power to reduce his arrears. 
That it is possible for a debit not to 
show any arrears whatsoever has been 
recently demonstrated by Agent W. M. 
Hargrove, of the Metropolitan Life who 
works in the Macon, Ga., district. 

The story of how he accomplished this 
feat is told in a current number of 
“Tower Talks,” the company’s monthly 
publication. According to the story, Har- 
grove walked into the district office a 
while ago and announced to his man- 
ager and the members of the staff that 
he would like to find some person in 
the office who could discover a cent of 
arrears remaining on his debit; that if 
any one could find any arrears he would 
“put it in his eye.” ° 

“And when some of the scoffers 
started to investigate—assuming that 
there were scoffers, (and there usually 
are under such circumstances,” says the 
writer, “they found that Hargrove was 
meaning exactly what he said, that he 
was in no danger of impaired eyesight, 
that there was not a cent of premium 
overdue from any one of his policyhold- 
ers. Not a single case to be explained 
away as ‘chronic arrears; they always 
tun behind, but the business is good.’ 
Not a single policyholder whose promise 
to pay ‘next Friday’ ordinarily would 
be accounted as good as the money in 
pocket. Every single man, woman and 
child listed in this agent’s collection 
book was paid up—-many of them in ad- 
vance, but all of them even with the 
board. 

“Now Hargrove is neither an agent 
whose arrears in the past have been de- 
cidedly low, nor one who had been con- 
centrating over a long period of time to 
eliminate them. Neither did he have to 
resort to any involved, time-taxing meth- 
ods to attain his end. He was struck 
with an idea, thought out its details by 
himself, put it into operation’ unaided 
and without any particular sacrifice of 
time, and then, most important of all, 
Maintained a systematic follow-up. As 
you read of his method here, ask your- 
self if it embraces a single detail that 
you or any other agent couldn’t use with 
good, if not equal, effect on any debit in 
the country.” 

Had High Arrears 

Hargrove’s situation at the end of last 
June is described as follows: 

“He controlled a debit of $150, a sec- 


tion about four miles across and _ scat- 
teringly populated by the families of 
railroad men and farmers. His account 
showed «ross arrears of $122, with about 
the same or a little more in advance 
Payments. 

“Then, on the morning of June 27, 
Manager W. L. Hanson held a staff 
meeting Hargrove was there, of course. 


Arrears was a subject that gave the man- 
ager a-plenty to talk on that morning, 
not because Macon District was any 
Worse off in that respect than a good 


— 


many other districts, but because Man- 
ager Hanson was determined to fight 
all arrears as the unmitigated evil that 
they are. 

“I believe it’s possible for a_ debit 
not to show any arrears whatsoever,” 
the manager told his staff. 

“That set a lot of men to thinking, 
Hargrove among them. ‘A debit with 
no arrears!’ And there he was with 
$122 of back premiums due. Like most 
conscientious agents, he had believed in 
the past that he was doing his best to 
keep the policyholders paid up. His ad- 
vance payments were evidence that he 
had pressed for collections. But the 
manager held the belief that every pol- 
icyholder should and could be fully paid 
up. The agent kept turning it over and 
over in his mind during the following 
week. Could he make his debit that 
debit of which the manager had spoken? 

“Hargrove decided that he could, and 
just the decision had a whole lot to do 
with his subsequent performance. 

“His first step in preparation was to 
set a time limit. Four weeks was as 
long as he would allow himself to get 
rid of that $122 ball and chain. Accord- 
ingly, during the week of July 4, Har- 
grove notified every policyholder on his 
debit that he was determined to send 
in a report for the first week of August 
that would show every one of them paid 
up to date or in advance. He asked for 
their co-operation, explaining that it 
would be more to their advantage than 
to his to get ahead in their payments 
and that he was asking for no more than 
was justified. 

Sends Out Letters 

“The following week Hargrove went 
to work in earnest. To all of his pol- 
icyholders who were not accustomed 
to paying in advance, he addressed let- 
ters, again telling them of his plan and 
purpose and asking that payment to 
August 1 be arranged for. He expected 
results, of course, but he was_ hardly 
prepared for what followed. For nearly 
half of his debit showed advance pay- 
ments to August 1 when he had finished 
his collection calls for that second week 
in July. It was gratifying, but not sat- 
isfying. So to the list of those still in 
arrears, Hargrove sent a notice that in- 
formed them once again of their delin- 
quency and his desire to overcome it. 
On July 25, he explained, he would call, 
expecting to receive payments to include 
the week of August 1. Again the re- 
sponse was somewhat greater than he 
had anticipated. He closed that week 
with 75% of his debit paid past the 
first of the following month. 

“The remaining delinquents, the agent 
decided, must be of the class known as 
‘chronics.. So he made special calls. at 
the homes of these few policyholders, 
emphasizing again exactly why it would 
be to their advantage to keep their pre- 
miums paid up. Some were harder than 
others to persuade, but by now Har- 
grove was convinced that he could not 
lose in his endeavor, and arguments 
that might have resulted in putting him 
off during past calls were overcome at 








last. The week of August 1 came and 
went, and left behind it one debit, at 


least, absolutely free of arrears. 


“That’s all there was to it—a deter- 
mination to accomplish, the setting of a 
time limit in which to accomplish, noti- 
fication of all policyholders, the circu- 
larizing of those in arrears on two suc- 
cessive weeks, special personal inter- 
views to win over the most stubborn de- 
linquents, $122 of arrears wiped out in 
four wecks’ time.” 





LEADERS OF PRUDENTIAL 





Weekly Record Shows Division “B” Men 
in Top Ranks; News of 
Other Assistancies 
Superintendent B. H. Gilhuly, of the 
Danbury assistancy of the Bridgeport, 
Conn., district, is the leading assistant 
superintendent in industrial net increase 

of the district and the company. 

“The Prudential Weekly Record” 
shows Division “B” representatives well 
up among the leaders of the company in 
all branches of its work. The staff of 
the Flushing, L. IL, district under the 
leadership of Superintendent M. J. 
O’Brien, has maintained the lowest av- 
erage industrial net lapse at the close 
of the third quarter of 1927. The dis- 
trict is also listed among the firse five 
of the company’s leaders in this item, 
as is the Maspeth district, the staff of 
which is under the supervision of Super- 
intendent P. Lardin. Then there is 
agent Leon Korn, of the Brooklyn No. 
9 district, the leading agent of Division 
“B” in the amount of ordinary net new 
business, who is ranked second in the 
standing of the company. Assistant Su- 
perintendent J. Moscow, of the same dis- 
trict, leads the company in this item. 

The leader in the company standing 
and in Division “F,” in industrial in- 
crease for the first nine months of 1927 
is Robert S. Jameson, agent in the 
Cleveland No. 1 district. Jameson en: 
tered The Prudential’s service on Febru- 
ary 15, 1926, and has made an outstand- 
ing record in this department since the 
date of his appointment. There has been 
but one weekly decrease charged to him 
during 1927. 

Agent Thomas Murphy, of Somerville, 
Mass., continues his excellent record in 
both branches of the business. The ar- 
rears on his debit are only 15% with 
substantial net advance payments. Col- 
lections also meet requirements. Both 
his industrial and ordinary allotments 
have been procured. 





HATCHES HARD-BOILED EGGS 





Western & Southern Man Finds “Noth- 
ing Doing” Cases Hide Many 
Good Prospects 
“On almost every debit,” says a writer 
in the Western & Southern “Field 
News,” “there are cases which are listed 
by the agent in the ‘nothing doing’ class, 
meaning that the agent thinks that there 
is no chance to write more business in 

these families. 
“The agent usually arrives at this con- 
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clusion because the collection book 
shows that there has been no business 
written in these families for a long time. 

“Taking nearly any debit (except those 
recently built through straight canvass- 
ing) and you will find that a majority 
of the families listed have not increased 
their business with the company during 
the past year. A considerable percen- 
tage have taken no new insurance with 
us for two, three, five years or more. 

“The agent concentrates his efforts on 
those families who are already buyers, 
with the result that the insurance in 
these families are not properly balanced. 
They haven’t any too much life insur- 
ance, but they are paying big industrial 
premiums on people who should have 
ordinary. 

“Meanwhile, the other families on the 
debit are neglected in a life insurance 
sense, because they appear to be more 
difficult to convince. 

“The truth is that they are more dis- 
criminating, they want to be shown. 

“These families in which the agent 
says there’s ‘nothing doing’ are the ones 
upon which to concentrate when accom- 
panying an agent on a debit, especially 
during a special effort. 

“My method is this: I tell the agent 
I am going to ‘special’ his debit. We 
go over his book and pick out twenty 
or thirty likely calls. In making up the 
list, the agent will pass up more than 
half the families with the comment that 
‘there’s nothing doing there.’ 

“After the list of ‘likely’ calls 


is com- 
plete, I tear it up and make another 
list of the calls where there’s ‘nothin’ 
doing.” We then start out to ‘special’ 


these hard-boiled cases, only to find that 
they are not hard-boiled at all, they 
have simply been neglected. 

“A little tact, an intelligent sales talk 
and perseverance will get the business in 
most of these cases, and it’s good, too, 
because they’re not overloaded.” 





MAKE FRIENDS OF THE WOMEN 





Imperial Life “Indicator” Says Lapses 
Would Be Much Heavier 
But for Them 


There is bound to be a woman in the 
case if there is much life insurance on 
your debit at one location,” says the 
“Indicator” of the Imperial of Nashville, 

. in its current number. “Other- 
wise, why should your client worry? 
And if you make the woman your ally, 
you need never worry about her hav- 
ing the money ready when you stop in 
on Monday morning. 

“Perhaps you are a crusty old vet- 
eran who did not vote for woman suf- 
frage as you did not believe in cultivat- 
ing domestic warfare. Well, forget it, 
because the woman in the case is the 
party to please these days. We must 
admit it is hard to say, but we believe 
that lapse ratio of the average house- 
hold would be much heavier were it not 
for the woman saving the premium. She 
knows the value of a dollar and par- 
ticularly the value of a dollar that you 
collect from her. Treat her right, with 
the proper amount of respect. Keep your 
mission on a business basis and you 
will not have to worry.” 





Jeff J. Raley of Arkansas has qualified 
for the Central States Life Club, being 
the eighth agent to attain that honor. 
In addition, Raley has been handling his 
duties as general agent for the company. 
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HIGH POINTS OF EQUITABLE 
SOCIETY ADMINISTRATION 
UNDER JUDGE WILLIAM A. DAY 
The Eastern Underwriter last week 
printed the announcement of the eleva- 
tion of Judge William A. Day to the 
revived post of Chairman of the Board, 
and the election in his stead of Thomas 
I. Parkinson to the presidency of the 

Equitable Life Assurance Society. 

The announcement referred to was just 
a bare statement of the facts together 
with personal sketches of the two men 
and a short history of the growth of the 
Equitable Life Assurance Society under 
Judge Day’s administration. We ap- 
pend some details in connection with 
that event and comment of Judge Day 
on highly important matters affecting the 
Equitable Society. 


There is perhaps no man connected 
with life insurance more highly re- 
spected than Judge Day, and the fact 
that his resignation was accepted by the 
Board of Directors of the Equitable So- 
ciety with regret is not surprising. It 
was at his own request that Judge Day 
was relieved of the chief burden of re- 
sponsibility which has rested on_ his 
shoulders during the period of unpre- 
cedented progress in the administration 
of the Society’s affairs. 

In asking for relief from the Board 
Judge Day said: “It was more than six- 
teen years ago that you honored me with 
the presidency of the Equitable. Dur- 
ing that time I have to the best of my 
ability administered the trust you placed 
in me. Advancing years as well as my 
health now make it necessary that I 
withdraw from the active management 
of the Society’s affairs and place its ex- 
ecutive control in younger hands. 

“I have been able to carry the burden 
of the presidency as long as I have only 
because of the extraordinary help of 
our vice-president, Thomas I. Parkinson. 

“His selection as my successor insures 
the continuity of the policy under which 
the Society has prospered during my ad- 
ministration. He will bring to it, be- 
side his other qualities, not only youth- 
ful vigor but also a firm determination 


to administer the Society’s affairs in the 
interests of the policyholders only. 


“IT may say that the Society has been 
in a very real sense my life and I shall 
withdraw from its active control con- 
tentedly, knowing that by the election of 
Mr. Parkinson you have insured its fur- 
ther disinterested management.” 


Judge Day retired from the services 
of the government when he was invited 
to become comptroller of the Equitable 
Society to which office he was elected 
July 19, 1905. On March 31, 1906, he was 
elected vice-president and on October 31, 
1907, became a member of the board of 
directors. While he became the chief 
executive of the Society immediately on 
the death of President Paul Morton 
when the latter died on January 19, 
1911, Judge Day was not elected presi- 
dent until April 20, 1911. 


By comparing the position of the 
Equitable Society on December 31, 1910, 
immediately before Judge Day began his 
administration with its position at the 
present time as shown in the table pub- 
lished in The Eastern Underwriter last 
week, the material progress under his 
direction of the Society will be clearly 
seen, but more significant than the 
Equitable’s material progress is the rec- 
ognition by the people of the important 
fact that only the highest motives have 
characterized Judge Day’s conduct of the 
Equitable’s affairs. 


Some of the things which have had 
striking and commendable growth under 
Judge Day’s presidency are seen in the 
“distribution of investments,” the home 
purchase plan, group insurance, agency 
force and the “general policy.” of the 
Equitable Society. 


On the distribution of 
Judge Day said: 

“It is our conviction that the Equit- 
able’s best asset is the high confidence 
it holds in the mind of the public. At 
one time a great agitation developed 
against Eastern insurance companies ‘be- 
cause they took funds out of the South 
and West for investment in securities not 
benefiting those sections. Hence the 
slogan, ‘Keep your money at home.’ But 
probably the most effective means of re- 
futing this criticism is to be ‘found in 
the thousands of farm and dwelling 
loans which we have made throughout 
the land. We have, therefore, in farm 
loans not only a safe, widely distributed 
and highly profitable investment, but one 
which has borne a moral fruit in in- 
creased public confidence in us and in 
the institution of life insurance.” 

In connection with the home purchase 
plan of insurance he made this comment: 

“A similar object has been accom- 
plished by our Home Purchase system. 
The Home Purchase loan is a ten-year 
loan on a small dwelling secured by a 
mortgage and covered by a policy on 
the life of the owner. We consider these 
loans excellent for the Society because 
of the wide distribution of the risks, the 
conservative appraisal on which they are 
based, and the good rate of interest they 
bear. These loans have helped to relieve 
the housing shortage. As they require 
no large payments at any time they 
have been a real benefit to the wage 
earners and business men whom we wish 
to serve. They appeal to the strongest 
human instinct, the love of home and 
family, and, on the whole, enable ‘the 
Society to render a community service 
which bears fruit in that public confi- 
dence and good-will of which we are so 
justly proud.” 

Regarding group insurance he said: 


“The Group Insurance of the Society 


investments, 





HARRY L. SEAY 











| The Human Side 











Harry L. Seay, of Dallas, Texas, is 
president of the Southland Life of that 
city. Last week he was more than the 
presidént of his company. He was, per- 
haps, the most interesting man, the most 
talked-of man, most informative man 
most generally affable man in Dallas. He 
was commander-in-chief or generalissimo 
of the reception committee to the Amer- 
ican Life Convention which met there. 
And that he made a good job of the 
many things with which he had to do 
is attested in the paragraphs published 
in the insurance press from _ that 
meeting, 

es Oe 


J. Edward Durham, president of the 
Penn Mutual Agency Association anda 
trustee of the company and head of the 
Bourne & Durham agency in Philadel- 
phia, celebrated his seventieth birthday 
on October 22, ] 


- = = 


Dr. C. W. Crankshaw, medical direc- 
tor of The Prudential’s infirmary, has 
been elected vice-president of the Asso- 
ciation of Industrial Physicians and Sur- 
geons of northern New Jersey. 
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has made an important contribution to 
our reputation for public service. This 
type of protection was originally insti- 
tuted by us, not for profit, but with a 
view to public service. It has brought in- 
surance protection to many who might 
not otherwise have been covered. It has 
been a real factor in the improvement 
of the relations between workman and 
employer, and, through the safety and 
health service rendered in connection 
with it, has aided in the conservation of 
human life. In short, it has widely and 
favorably expanded the public’s appre- 
ciation of Equitable insurance, and has 
provided the Society with new opportu- 
nities of service.” 


Speaking of the Society’s agency force, 
he remarked: 


“One of the greatest assets of our 
business is the agent whose methods and 
success have developed for him a sub- 
stantial business standing in his: commu- 
nity. It is the purpose of our Company 
to assist in every possible way the men 
and women who serve it in an agency 
capacity. It is our conviction that the 
most effective aid we can render is in 
furnishing to the agent a rigorous train- 
ing in what life insurance is and does. 
Every effort is being made to develop 
our entire agency force, so that every 
agent shall measure up to our established 
professional standard of life underwrit- 
ing; that is, capacity not only to sell 
life insurance, but to analyze the insur- 
ance needs of each prospect and to fit 
to his needs any insurance protection 
sold to him. On our agency managers 
rests the chief responsibility for this 
training’ and development of the great 
body of our agents. The Society fur- 
nishes to the agency managers a defi- 
nite training program and the educa- 
tional material necessary to make this 
program effective. 


In connection with the Equitable So- 
ciety’s general policy Judge Day had this 
to say: 


“The Equitable is not a commercial 
enterprise, but an association of men 
and women banded together with the 
high purpose of protecting what they 
most cherish. Their thrift and their 
self-denial have created funds which we, 
as their representatives, administer; 
and they look to us to preserve those 
funds and to keep them ever ready for 
application to the ends which they meant 
them to serve. From these ends and the 


emotions which prompted provision for 
them there flow obligations on our part 
which are far more compelling than any 
prescription of law. 


“It is our first duty to guard these 
funds against dissipation. We must 
scrupulously refrain from employing 
them in any venture which bears even 
the color of speculation. . . Our sole 
consideration should be to follow the in- 
terests of our policyholders. To listen 
to any voice which counsels any other 
course is to betray the countless nun- 
bers dependent upon our integrity. As 
guardians of the painful accumulations 
of the labor of others it is our high 
privilege to serve everything that is best 
in the aspirations of our fellow men. 
Therefore, ours must be no considera- 
tion of expediency which may serve to 
day ; for our great purpose reaches its 
fulfillment, not only today, but on every 
day of the distant future. 


“The laws governing the performance 
of our trust serve no end if we look only 
to their letter. In their spirit is em 
bodied that rigid code to which we must 
unfalteringly conform. It has been the 
purpose of my administration never t 
deviate from the obligation of honot 
which binds us to the policyholders 0 
the Society, and thereby I believe we 
inspire that public confidence without! 
which our remarkable progress wot 
not have been possible.” 


In the minds of many the mutualiz 
tion of the Equitable Society was the 
outstanding achievement of the Judg 
Day administration. In a report to th 
Board of Directors in 1925 speaking 
the mutualization Judge Day said: 


“Today the Society belongs entirely ! 
the policyholders, and there is no poss 
bility of lawful control of it by outsié 
influences. At times, during my pres 
dency, it seemed as if this great 
could not be accomplished, and th 
struggles and difficulties encountered 
were very great. Nearly fifteen years 
passed before mutualization was, ©o™ 


pleted, and among the reasons whit 
ish 


and in fact that great co-operative ® 
terprise which we have for so ' 
scught to make it, and which alone @ 
best serve its purposes.” 
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Unprecedented Building Activity in 
San Antcnio 
San Antonio is going through a great 
building boom, more than $30,000,000 of 
construction being under way. The big- 
gest will be the Milan Building, twenty- 


two stories tall. The Bonnet Hotel will 
be twelve stories. The United States 
Army project buildings will cost about 
$12,000,000. The Alamo Life will be in 
a reconstructed building. 

It is a little difficult to put one’s finger 
on San Antonio’s prosperity. The city is 
the hub of a gigantic new industrial, ag- 
ricultural, fruit and vegetable raising 
trade territory, consisting of several hun- 
dred thousand square miles, containing 
more than 2,000,000 people. As this ter- 
titory is less than 15% developed, it is 
evident that prospects for growth are un- 
surpassed, and compare very favorably 
with any of the highly developed and 
more extensively advertised sections of 
the United States. 


In order to give some slight idea re- 
garding the unlimited possibilities of 
southwest Texas as a fruit and vegetable 
Taising section, we may say that the 
December, 1926, to April, 1927, winter 
season saw 738 carloads of grape fruit 
shipped out of one section of southwest 
Texas, as against 297 carloads the pre- 
vious season. This activity is entirely in 
its infancy. 

Eight million to nine million orange and 
grape fruit trees will commence bearing 
by 1920. In a short time these will give 
more than 15,000 carloads of citrus fruit 
annually. Shipments of vegetables from 
south Texas reached the remarkable fig- 


ure of 21,036 carloads this season, end- 
ing May 7, 1927, as against 18,147 car- 
loads last season, and 13,893 carloads in 
1920, 
The total onion crop produced in the 
United “tates for early markets, Janu- 
ary to April, 1927, was 3,250 cars, of 
which 3,129 cars came from four sections 
of southwest Texas. Texas Bermuda 
onion crops are always first in the United 
States. 
* * * 

Fine ‘otels Throughout the South 

A treiendous improvement has been 
shown in the hotels of the South, and a 
town such as San Antonio has a large 
number of them. The hotels are paying 
More attention to food than they former- 
ly did, and the old-fashioned way of 
dumpine a dozen dishes on the table, not 
“an is any good or cooked with 


as been replaced by food which 
Would get by anywhere. For some rea- 
son hotels and restaurants throughout 
America would try to serve dishes which 
they knew nothing about instead of spe- 
cializing in what they could do best. For 
iistance, Baltimore is famous for Mary- 
_ chicken and terrapin, but hotels 

ere formerly preferred to serve corned 
ef and cabbage, or something foreign 
its proper menu. The best sweet po- 
oes in the world were in the South, 
lut the hotels were giving potatoes as 
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they handed them out in New England. 
It is impossible at the present time to 
find a poor restaurant in New Orleans. 
They simply do not exist. I was amazed 
at the number of good hotels in San 
Antonio. 
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Skyscrapers 


Nowadays there is absolutely no differ- 
ence in the appearance of a medium- 
sized town of the North or the South; 
so if you shut your eyes you would not 
know where you were except for the 
people on the streets. Of course, there 
are more colored people in the South; 
otherwise, each has its great tall build- 
ings in the business section and certain 
districts where there are individualistic 
and artistic homes. Such a city as Hous- 
ton, Tex., has a great advantage over 
Indianapolis, for instance, because it can 
construct boulevards and other thorough- 
fares lined with palms which Indianap- 
olis could not possibly import even be- 
cause if it did the trees would die. A 
strange thing about Houston is that ‘it 
has a thirty-two story building. Of 
course, it is full. Just why a city the 
size of Houston should want a structure 
that would dwarf everything in sight and 
throw all the skyline out of proportion 
might be a mystery if one were not fa- 
miliar with why such structures are 
erected. Behind each is either human 
vanity or civic pride, or both, and that’s 
the case at Houston, where the memory 
of a man is being commemorated in this 
building while of course the reputation 
of the city of Houston does not suffer 
because of this great architectural monu- 
ment. The building is well lighted at the 
top and approaching the business center 
from the boulevard district it is amazing- 
ly striking and beautiful, also. It must 
strike Europeans visiting the smaller 
American cities for the first time as 
amazing when they see such a structure 
as the thirty-two story Houston affair 
or when they take a look at the big 
buildings in Chicago or Detroit. They 
have no great skyscrapers in Europe or 
in London and never will have any in 
London, because they can’t find the foun- 
dation, but I would not be surprised if 
Germany would build some pretty high 
ones. Certainly, if European cities turn 
to skyscrapers, the advertising Valie will 
be responsible and not because space is 
limited. They have adopted so many 
American advertising ideas that the sky- 
scraper will eventually have its appeal in 
that direction. One reason why the 
Eiffel Tower is so world famous is be- 
cause of its tremendous height. This 
height has advertised it more than any- 
thing else. 

In view of the large number of insur- 
ance companies being organized in the 
South and the popularity and growing 
progress of some of those companies I 
have been rather surprised to find that 
few of the great new buildings of the 
South are those of insurance companies. 
Instead, wherever you look you see the 
great new building of a bank. The pres- 


tige of banks and bankers in this country 
is simply astounding. People boast of 
acquaintance of prominent bankers in 
their city as if they were discussing a 
combination of Napoleon Bonaparte, 
Spencer Baldwin and Thomas W. La- 
mont. Associated with the banker in the 
public mind of course is his giant build- 
ing. Just as the banker is going up in 
public esteem, the public man or office- 
holder is going down. There is a great 
contrast in the estimate of the public 
servant of Europe and America. Over 
there people doff their hats in the pres- 
ence of a member of Parliament or the 
Chamber of Deputies. Over here the 
Congressman or the Senator frequently 
meets glances of hostility. He has per- 
mitted himself to be bullied by organized 
minorities and has lost the respect of at 
least his hard boiled constituency. 


* * * 


Southern Newspapers 


The newspapers in the South, from 
my standpoint, are exceedingly difficult 
to read. Probably I have filled up on 
too much scandal in the columns of the 
New York press at my breakfast table. 
There is some scandal of course in the 
Southern papers, and they give a run to 
stories such as the Ruth Snyder murder, 
and the New Brunswick double tragedy 
involving the stern, cold widow of the 
murdered pastor, but as a general propo- 
sition the Southern newspapers are ex- 
ceedingly materialistic and braggadocio. 
They run columns and columns of news, 
near news, personalities and near per- 
sonalitiecs of oil fields, dairy products, 
cotton seed oil output, and other indus- 
trial material, which does not necessar- 
ily interest the man in the street or the 
average woman in the home or in busi- 
ness. From the standpoint of the read- 
ing public there is no greater bore than 
the automobile section or the radio sec- 
tion of a newspaper. In the North these 
sections are frequently printed by them- 
selves, possibly so that the reader can 
toss them into the waste paper basket 
without going through the exertion of 
turning over the pages, but in the South 
they put these stories, many of which 
are known as write-ups, on the front 
page sometimes. Of course, there is a 
good reason for this, because for years 
the South was starved for industries. 
Then the tide turned. The South with 
its great oil fields, iron and coal activi- 
ties began to blossom out industrially. 
Thus, great potential new wealth was 
created which in turn reflected itself in 
large buildings, fine hotels, larger wages, 
more employment, and from a news 
standpoint this prosperity was “good 
news.” The average reader, however, is 
fed up on that sort of thing. 
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A Visit to Mexico 


When I was in New Orleans recently 
I thought I’d go to Mexico, and I had 
the.New York idea based on twentieth 
century experience that you could jump 
on a train or a boat and get to Mexico, 
not over night as you do to Chicago, but 
that the journey would not be so very 
long nor so very difficult. I was entirely 
and absolutely wrong. Texas is a very 
big state. The border is a long distance 
from New Orleans. I traveled a couple 
of nights until I got to San Antonio, then 
got onto a bus and went another five 
hours before I reached Laredo, which is 
on the Rio Grande. Dozens of conven- 
tions have visited Laredo, sometimes 
running all the way down from their 
meetings in Oklahoma City or Dallas in 
order to cross the international bridge 
there and walk upon Mexican soil. 

The journey from San Antonio to La- 
redo is along one of the straightest roads 
I have ever seen. After it passes the re- 
nowned Kelly Field, where many of the 
most intrepid aviators of the war were 
trained, and where Colonel Lindbergh 
went through his aerial daily dozens, this 
road goes directly south almost without 
a turn of any kind. It is a journey of 
150 miles through a dull and uninterest- 
ing country with plenty of cactus, or, as 
it is known in the Alamo section, “prick- 
ly pear.” These prickly pears are more 


utilitarian than they look because in 
times of drought they are fed to cattle. 
Laredo is a bustling, enterprising city of 
25,000 people, some of whom are white. 
I say this because the first ten persons 
on the street of whom I asked the direc- 
tion to the international bridge stared at 
me in puzzled silence, as they did not 
understand English, They were Mex- 
icans. 


Once, while in Havana, I was amazed 
that the people there could not speak 
English although Havana is only five 
hours by boat from Florida. But the 
Havanaese were linguistic as compared 
with the Mexicans. On the other side of 
the bridge hardly more than a stone’s 
throw from Texas I couldn’t even find a 
cab man who spoke English. The Mex- 
ican city across from Laredo is called 
Nuevo Laredo and as usual in case of 
towns so situated has as its principal in- 
dustry restaurants, dance halls, saloons 
and similar dives. The man who ran the 
biggest of the restaurants told me that a 
great many places there had been closed 
and Nuevo Laredo is in the doldrums be- 
cause of the depression in the oil indus- 
try. “They haven’t much money now 
and they don’t come here as often as 
they did,” he said. 


* * * 


Cattle Men 


I met a couple of cattle men on the 
train and found them frank, talkative and 
ready to do favors. To an Easterner 
there is something irritating about meet- 
ing people who want to tell you all about 
themselves at the first interview. In the 
East this generates suspicion, but in 
Texas if a cattle man is friendly to you 
he means it, and- he really will do you 
a favor if he likes you. In their own 
environment they are among the most 
natural people whom I have met. Put 
them in New York, Paris or Shanghai 
and they would probably be unhappy. 
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Some Propaganda Mayor Thompson 
Missed 


For the fall dinner meeting last week 
at the Hotel Astor the Insurance So- 
ciety of New York prepared an unique 
and attractive program. George D. Fin- 
layson, superintendent of insurance of the 
Dominion of Canada, was guest of honor 
of the evening and in keeping with the 
international spirit of cordiality a British 
coat of arms appeared on the first page 
of the program. On the back cover was 
a copy of a fire insurance rate table dat- 
ing from 1868 in London. 

Directly opposite the page showing the 
menu for the dinner was a list of courses 
served to a fourteenth century king of 
France. And what a dinner this ancient 
feast must have been! In addition to 
eel pastry with hard boiled eggs, highly 
spiced minced fowl with boiled thistle 
roots, stuffed hare, deserts and fruits 
there were these delicious beverages: red 
and white claret, old wines of Auxerre 
and Carcassonne, champagne, jurancon 
and sweet wine from Cyprus. 

Just before the speaking program be- 
gan, Frederick Richardson of Philadel- 
phia, United States manager of the Gen- 
eral Accident, arose from his seat, which 
was not at the speakers’ table, and de- 
manded to be permitted to file a protest. 
He said that he was an Englishman by 
birth and his wife a Canadian, but he 
wanted to know why all this British 
propaganda, was being circulated at the 
dinner. 


“Tt must be the work of King George 
V,” said Mr. Richardson. He drew a 
roar of laughter from those present when 
he expressed the wonder that Mayor 
Bill Thompson of Chicago and his pa- 
triotic sleuths had not seized all the pro- 
grams before they had been distributed 
at the dinner and had them burned on 
the shores of Lake Michigan as part of 
his vaudeville show out there. Mr. 
Richardson has a keen sense of humor 
and knows how to use it. I will place 
my bets upon him in any historical de- 
bates with some of those Illinois poli- 
ticians. 
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Virginia Commission 
Holds Long Session 


ARGUES FIRE PROFIT FORMULA 





Another Meeting on Fire Rates Will Be 
Held Nov. 21; Virginia Agents 
Present Their Viewpoint 





The Virginia legislative rate-probing 
commission which held a two-day session 
in Richmond last week will meet again 
November 21. At that time legal repre- 
sentatives of the companies will be af- 
forded opportunity to argue their side 
of the case before the body. Meanwhile 
they will be expected to file briefs. It 
is understood that the argument will 
center around the point as to the proper 
method of computing underwriting 
profit and loss. The commission has 
been wrestling with this question for 
some time and is desirous of getting all 
the light possible on it. 

A set of questions bearing on the is- 
sue has been forwarded to the attorneys. 
These are intended to serve as a guide 
for them in the briefing of their case. 
According to Dr. J. A. C. Chandler, 
chairman, the commission has a tentative 
draft of its report now in hand. 

At last week’s meeting, a committee 
from the Virginia Association of Insur- 
ance Agents appeared before the inves- 
tigators presenting the agents’ side of 
the case. The committee, headed by 
Louis T. Dobie, of Norfolk, said that 
the agents were unequivocably opposed 
to letting mutuals into the stock rating 
bureau. If the mutuals wanted bureau 
privileges they might cperate one of 
their own. Other members of the com- 
mittee were Calvert Dey, Norfolk, and 
James A. Scott, Lynchburg. 

During the session, the commission 
took occasion to address a communica- 
tion to Commissioner Button asking to 
be furnished with copies of a memo- 
randum of the amount of unearned pre- 
mium reserve on Virginia business as of 
December 31, 1920, and each year there- 
after to and including December 31, 1925. 

The understanding is that the com- 
mission’s report will deal principally 
with fire rates. Compensation rates may 
be considered to some extent and there 
may be some reference to automobile 
rates. 





AUTOMATIC FOAM TANKS 

The Grinnell Co., manufacturers of au- 
tomatic sprinklers, has opened a new 
department to put out automatic foam 
tanks for volatile liquid fires. This de- 
partment combines two time tested fire 
protection agencies into an inexpensive 
and simple device for controlling volatile 
liquid fires, according to the company. 
The blanket effect of foam is made auto- 
matic by the Grinnel sprinkler head. 
Syphonic action and gravity feed pro- 
vides a simple solution for one of the 
serious fire hazard problems in modern 
industry. These tanks, on which no 
piping is required, and work automatic- 
ally, cost from $100 to $200 each. 





ADJUSTMENT BUREAU CHANGES 

The General Adjustment Bureau has 
appointed John M. Daggett as manager 
at Rochester, N. Y., succeeding Charles 
H. Phillips who has resigned. Mr. Dag- 
gett has been manager of the Bureau at 
Elmira where he is now succeeded by 
Ralph B. Gardner, transferred from the 
Newark office. 





E. U. A. MEETINGS 
The Eastern Underwriters’ Association 
executive committee will hold a meeting 
on next Wednesday, November 9, and 
another on Tuesday, November 22. The 
whole association will hold a meeting on 
Tuesday, November 22. 


Travelers Settlement 
Under Close Scrutiny 


MASS. AGENTS _ DISSATISFIED 





Worcester Group Feels Leaders Are 
Compromising Non-Policy Question; 
Pres. Moulton Re-elected 





The Massachusetts Association of In- 
surance Agents held its twenty-eighth 
annual meeting on Thursday, October 
27, at the Hotel Statler, Boston. The 
attendance was good and the caliber of 
men present was representative of the 
best in the state. This was remarked 
by many. Notwithstanding this, how- 
ever, the meeting lacked pep—punch. It 
did not seem to be the fault of any- 
body that this was so. President W. C. 
Moulton handled the gavel ably, but out- 
side the discussion over the Worcester- 
Travelers’ branch office embroglio, which 
finally flivered, there was nothing start- 
ed from the floor. 

Contrary to usual custom, there was a 
noon luncheon, followed by a business 
meeting in the afternoon, with no ban- 
quet. It was all put over in a half a 
day. - 

Wellington Wells, president of the 
Massachusetts Senate, a close friend of 
President Moulton, gave a talk on the 
need for greater interest on the part of 
insurance men in the right kind of poli- 
tics if the taxpayers’ money is to be 
efficiently expended. He boomed Gov- 
ernor Fuller of Massachusetts for the 
Presidency after his term of office here, 
and the agents liked it, for they gave 
him a big hand when he cracked this 
one off. His talk went over in good 
shape. 

Downs Warns of State Fund 


John W. Downs, of the Insurance 
Federation of Massachusetts, who is the 
counter irritant for the American Fed- 
eration of Labor in this state, called the 
clans to arms to fight off the latest leg- 
islative attempt of this body—namely a 
state fund for compensation insurance. 
He reviewed the history of the various 
attempts which have been made by the 
A. F. of L. to put over a state fund 
there, and said that unless the agents be- 
stirred themselves, and that right quick- 
ly, this latest proposition would be star- 
ing them in the face under the Initiative 
and Referendum in 1928. “And you know 
what they means,” shouted Mr. Downs. 
“If it gets to the people you won’t have 
a chance.” 

In fact, Mr. Downs, who is a forceful 
speaker, and _ thoroughly enthusiastic 
over his work to ward off adverse legis- 
lation, intimated to the members present 
that the time for dreamers, sidewalk ora- 
tors, and chairwarmers in the associa- 
tion has passed, and that it is time for 
the wideawake agent who wants to trans- 




















OS COMAPHOMTLIE 


with Satet Ve ; 


(“There can be no compromise with safety.”"—Weed Chains) 


Play safe! 
Anticipate disaster! 


Safety is the keynote of Insurance Protection. It 
is after the misfortune occurs that Insurance provides 


the safeguard against financial loss. 


And agents know that the financial safety of their 
clients insurancewise depends upon the reliability of 
the company. Such is the reputation of The Home of 


New York, 


“There can be no compromise with safety,” even 
when selecting Insurance Protection. 


THE HOME 


act his own business rather than let the 
state do it, to snap out of the side-lines 
and get into the game with the few live 
men who are at least trying to save their 
own self-respect out of the wreckage 
that certain interests seem to be trying 
to make out of the insurance business 
in this state. 


Ralph Sweetland, secretary of the New . 














Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 80 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





ASSETS ° ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 





U. S.—Statement December 31, 1926 


. ° ° ° $8,132,324.02 
° . ° ° 1,981,557.73 
. . ° ° 790,346.75 
° . ° ° 5,360,419.54 
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England Insurance Exchange, did not 
expect to be called on, but he mad good 
as usual, with a neat little talk on the 
new warranties which he said he was 
sure the agents would like better as they 
got used to them. 

President Moulton, in his annual re- 
port, told the members that he iclt he 
had been somewhat handicapped in his 
work for the association on account ol 
living so far away from Boston. le had 
attended all of the committee mectings, 
however, and the co-operation of ‘he ¢ 
ecutive committee and the individual 
members had been an inspiration to him 

He said during the year the associa 
tion had made repeated attempts ‘0 have 
certain matters relating to th: new 
agency agreement by the fire compa 
nies completed and told the meeting that 
there was reason to believe that some 
thing fair to all would result. 

Pleased With Monk’s Examination 

Another matter which was before the 
executive committee, said President 
Moulton, was the question of how _best 
to bring about the enforcement of the 
new law allowing the insurance ¢ sms 
sioner to require an examination of # 
applicants for agents’ licenses. | ollow 


(Continued on page 28) 
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Christopher Retires 
As Caledonian Head 


R. R. CLARK IS MADE MANAGER 





H. F. Schumm New Assistant Manager; 
Retiring U. S. Chief Has Been 
With Company for 35 Years 





United States Manager R. C. Christo- 
pher of the Caledonian retired from of- 
fice at his own request on Tuesday of 
this week after a successful and useful 
career with the company extending over 
a period of thirty-five years. General 
Manager R. Hill Stewart of the com- 
pany, who is visiting the headquarters 
of the United States branch at Hart- 
ford, states that the company has made 
suitable recognition of Mr. Christopher’s 
services. Robert R. Clark, who has been 
assistant manager, succeeds Mr. Christo- 
pher and Arthur H. F. Schumm be- 
comes assistant manager. 

Mr. Christopher was for several years 
general agent of the Caledonian, then he 
became assistant manager and wis ap- 
pointed United States manager follow- 
ing the death of Charles H. Post in 
January, 1925. Mr. Christopher, who is 
sailing for Europe some time in Decem- 
ber, will be missed in fire insurance cir- 
cles where he has many friends, who 
now wish him much happiness in these 
years of rest to which he looks forward. 

Mr. Clark has been assistant manager 
of the Caledonian and vice-president of 
the Caledonian-American since Mr. 
Christopher’s promotion to manager. He 
has served the interests of the compa- 
nies for many years in New England 
as general agent, following which he be- 
came executive general agent at the 
home office. He entered insurance with 
the agency of William A. Muller & Co. 
of Boston and later took up field work 
as special agent of the Newark Fire in 
the New England States, resigning that 
position to go with the Caledonian. 

The new assistant manager, Mr. 
Schumm, has been connected with the 
Caledonian for twenty years, having 
served in the underwriting department 
and later as general agent in the Mid- 
dle department. In 1926 he became au- 
tomobilc manager at the home office and 
has assisted in general underwriting. 





MASS. BROKERS MEET 


Harry A. Stevens was last Saturday 
re-elected president and general man- 
ager of the Insurance Brokers’ Associa- 
tion of Massachusetts at the annual 
meetins in Boston. Vice-Presidents 
Clement Paquett of Malden and Thomas 
Ashley of Boston were also re-elected, 
as was Secretary-Treasurer Harry F. 
Shaw. The executive committee is made 
up of those mentioned and Louis K. 
Snyder, H. D. Broderic, John W. Gehan 
and W. T. Downs of Boston and Adolph 
Sandberg of Quincy. Mr. Stevens re- 
Ported on the conferences on commis- 
Sions between committees of the Boston 
brokers and fire underwriters and the 
Easter) Underwriters’ Association. 





TRINITY FIRE IN NEW YORK 

The é rinity Fire of Dallas, Tex., has 
been admitted to New York to write fire 
Msurance and will be under the manage- 
Ment of Corroon & Reynolds, Inc., whe 
are managers of the company in the 
Eastern and Middle Western states. The 

tinity lire is a comparatively new com- 
Pany but has assets of $1,361,356 and net 
surplus beyond all liabilities of $605,- 

Its paid in capital is $650,000. 





MAY FORM MUTUAL COMPANY 
Pr is rumored in New Britain, Conn., 

at the merchants of the city will form 
a taal fire insurance company. Sev- 
tral objections have been registered to 
i pte advances made recently by the 
th c a mpanies under the application of 
bag ean schedule. Leaders in this 
. vement to establish a mutual are Mor- 
1s Cohn and David L. Nair. 


STOCK OVERSUBSCRIBED 





Thought Likely That New Brooklyn Fire 
Will Start Business With Capital 
And Surplus Of $2,000,000 


As te recent offering of 10,000 shares 
of the capital stock of the new Brook- 
lyn Fire was largely oversubscrjbed it is 
thought that the subscriptions in excess 
of the amount offered will be retained 
and capital and surplus increased pro- 
portionately. The company may. start 
operations with $2,000,000 capital and 
surplus, with $500,000 capital and the bal- 
ance surplus. 

Insurance and investment authorities 
believe that quick absorption of this is- 
sue clearly indicates the interest now ex- 
hibited in the stocks of fire insurance 
companies by the public. The Brooklyn 
Fire is starting business under favorable 
circumstances. W. M. Tomlins, Jr., a 
prominent resident of Brooklyn who is 
also vice-president of the American 
Surety and chairman of its underwriting 
committee, has been elected president of 
the Brooklyn Fire. 

Corroon & Reynolds, Inc., a leading 
New York fire insurance underwriting 
firm, has been appointed manager and 
by this arrangement the Brooklyn Fire 
will share upon a basis of equality in 
the business of the American Equitable, 
a Knickerbocker and the New York 

ire. 





STACEY W. WADE RETIRES 





Popular North Carolina Insurance Com- 
missioner Goes Out November 15; 
Deputy Boney Succeeds Him 


Stacey W. Wade, insurance commis- 
sioner of North Carolina, is going out 
of office on November 15 and will be 
succeeded by his chief deputy, Dan D. 
Boney. Mr. Wade has been commis- 
sioner since 1920 and has become one 
of the best liked among the state insur- 
ance department officials. His retirement 
will be regretted by manv of those who 
have come to know him. He entered the 
North Carolina insurance department in 
1909 as a deputy under Commissioner 
James R. Young. One of his special 
interests has been fire prevention work. 

Mr. Boney, the new commissioner, 
was born in 1895 and during the World 
War was severely wounded, losing one 
arm, as a member of the 113th Field 
Artillery. Returning from France he 
studied law at the University of North 
Carolina and later became deputy insur- 
ance commissioner. Mr. Wade is mov- 
ing to Durham, N. C., where he will be- 
come vice-president of the Home Mort- 
gage Co. of that city. 





BUFFALO ANNIVERSARY 

William Palmer Hill, assistant secre- 
tary of the Virginia Fire & Marine, is 
back from a trip to Buffalo, N. Y.. where 
he attended the celebration of the six- 
tieth anniversary of the Woodworth- 
Hawley Co. agency of that city. Rep- 
resentatives of twenty-two companies 
were present. E. S. Hawley, member of 
the agency firm, who celebrated his 
eighty-third birthday at the same time, 
has been representing the Virginia Fire 
& Marine in one capacity and another 
since 1867. Mr. Hill reports that guests 
of the agency were royally entertained 
and that he personally had a great time. 





R. S. McKAIN SPECIAL AGENT 

Robert S. McKain has been appointed 
special agent of the Fire Association and 
affiliated companies with headquarters 
in Pittsburgh, and will be associated 
with H. H. Sunderland, special agent 
for western Pennsylvania. Mr. McKain 
has been in the home office of the Fire 
Association group in the underwriting 
department for several years. 





Olcott & Beneville, Inc., New York 
City, has been chartered at Albany with 
capital of $5,000 to engage in the in- 
surance business. Horace V. Olcott, 
Prosper V. Beneville, Rose A. Zito, New 
York City, are directors and subscribers. 
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HEN the store of Shepherd & 
Company in Northampton 
bummed in 1821, the AETNA 
paid its first loss... $4,000. 

———— The founders of AA TNA 
knew that their future depended on 
the promptness and fairness of adjust- 
ments; but there were many anxious 
hours in those early days, when no 
one knew what crippling blows the 
morrow might bring. 


ODAY the resources of ETNA 

are so fortified that it is difficult 
to conceive of a catastrophe wide- 
spread enough to seriously impair its 
Strength. Not alone in strength of 
money reserves . . . but in the confi- 
dence of people everywhere. Confi- 
dence in the company ... confidence 
in its agents... and most of all, confi- 
dence in the way in which both 
company and agents are whole 
heartedly working together for the 
better protection of property. 
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Batchelder To Retire 
From North British 


IS ASSISTANT VU. S. MANAGER 





Plans To Return To Illinois After De- 
cember 31; Has Underwritten West- 
ern Business For Many Years 





George H. Batchelder, assistant United 
States manager of the North British & 
Mercantile, vice-president of the Ameri- 
can affiliated companies, and for many 
years a familiar and popular figure in 
fire insurance circles both in New York 
and the West, will retire from active 
duty ‘on December 31 of this year. Early 
im the new year he will return to Evans- 
ton, Ill., to make his home there again 
among his friends from that part of the 
country. His associates here in New 
York are extremely sorry to see him 
leave the insurance district. 

Although Mr. Batchelder has devoted 
a large part of his fire insurance career 
to underwriting Western business he be- 
gan his work in New York in the offices 
of the London Assurance. Later he 
spent several years in local and general 
agencies in Colorado. He then remained 
in that field, capitalizing his knowledge 
of conditions there by becoming general 
agent of the Niagara in the Mountain 
ficld and then assistant manager of the 
Western department of the Delaware, 
kKeliance ana Kochester German. 

When the latter was merged with the 
German American Mr. Batchelder was 
appointed assistant manager of the 
Kkochester Underwriters Department at 
Kochester, N. Y. Not long afterwards 
he became joint manager with D. W. 
Redfield of the Western department of 
the Pennsylvania Fire, and sole manager 
upon the latter’s retirement. When the 
Pennsylvania was acquired by the North 
British & Mercantile Mr. Batchelder 
was transferred to New York as assist- 
ant manager of the North British and 
vice-president of the associated compa- 
nies, his present position which he has 
filled admirably and to the satisfaction 
of the companies. He has had super- 
vision over Western business. 

For several years Mr. Batchelder 
served on important committees of the 
(Western) Union, including the govern- 
ing committee and he also was chairman 
»f the joint conference committee of the 
Union and the Western Insurance Bu- 
reau. 





BROWNSVILLE BROKERS MEET 
A representative gathering of the 
Brownsville brokers met on Monday eve- 
ning, October 31, to discuss the recent 
agitation of written examinations for 
brokers. Assemblyman Joseph F. Ricca, 
a member of the Association, was on 
hand and spoke at length about protect- 
ing the brokers. The dinner committee 
reported that they expect a record break- 
ing crowd, and that the principal speaker 
will be Colonel Francis R. Stoddard, 
former superintendent of insurance. 





N. J. COMPANY REFINANCED 

The contemplated reorganization of 
the old Manufacturers Fire of Red 
3ank, N. J., which was announced in 
these columns several weeks ago, is now 
progressing. The name of the company 
has been changed to the Merchants & 
Manufacturers Fire of Newark, and in- 
cludes the old Merchants Fire of New- 
ark which retired several years ago. 
Corroon & Reynolds, Inc., of New York 
has been appointed manager of the com- 
pany. J. M. Byrne, Jr., president of 
J. M. Byrne & Co., one of the leading 


New Jersey agencies, is president of the 
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DALLAS GRADUATES 





Texas City Has Sent Forth Many To Be 
Executives In Larger Cities 


Of The Country 


A partial list of former Dallas men 
who have made good in executive posi- 
tions was read at the Blue Goose annual 
dinner in Dallas last week. Among them 
are the following: 

New York, Great American: Jessie E. 
White and A. R. Phillips; Home, Clar- 
ence Evans; Yorkshire, Wallace Kelly; 
Glens Falls, R. F. Buddy and Sam M. 
Buck. 

Hartford, 
well, R. M. 


National Fire: S. T. Max- 
Anderson, C. B. Roulet, 
Charles L. Miller, H. B. Collamore; 
Phoenix, George C. Long, Frank Hat- 
ficld, H. P. Whitman, Joseph Price. 

Philadelphia, Fire Association: J. W. 
Cochran, John M. Thomas, W. L. Mail- 
lot, C. C. Wright, H. W. Allen. 

Atlanta, Royal: Milton Dargan; Crum 
& Forster Fleet, H. Hines, F. Hines. 
Pr Francisco, Marsh & McLennan, 

C. Kinney. 

go Firemen’s: 
Chicago, Aetna: 


Neal Bassett. 
Charles F. Thomas. 








reorganized company, which will start 
business with an initial offering of 40,000 
shares of capital stock with a par value 


of $5. These shares will be sold for $25 
cach, $20 to be applied to surplus and 
$5 to capital. 





FEW ARSON CONVICTIONS 


The twenty-first annual report of the 
Virginia bureau of insurance, just off 
the press, shows that a total of sixty- 
seven alleged incendiary fires were in- 
vestigated during the. twelve months 
from June 30, 1926, to June 30, 1927, by 
the fire marshal’s department. In most 
instances, the evidence was insufficient 
to secure convictions. Only three sus- 
pects were convicted and sent to the 
penitentiary. 


ROSSIA CAPITAL INCREASED 





Company Has Earned $26 a Share in 
Eight Months of 1927; Wild Fluc- 
tuations on Stock Exchange 

Stockholders of the Rossia of Hart- 
ford unanimously adopted the recom- 
mendation of the board of directors for 
an increase of $400,000 in the capital 
stock by the issuance of 16,000 shares, 
at a special meeting there Tuesday. The 
plan is to raise the capital from $1,600,000 
to $2,000,000, and new shares, par $25, 
will be issued at $90 a share in the ratio 
oi one share for each four shares held as 
of November 7. Payment must be made 
and rights expire on December 16. 

Of the 64,000 outstanding shares, 37,528 
were represented at the meeting. <A 
statement of earnings for the. last eight 
months was read, showing an increase in 
surplus from $1,332,000 to $2,645,000, and 
the premium reserve is up $804,000 to 
$8,130562. Holdings in securities appre- 
ciated $1,200,000. The financial statement 
showed that the company made $26 a 
share in the eight months of the year 
ended September 1. 

The recent announcement of the rec- 
ommendation to increase the capital 
stock was followed by erratic. gyrations 
nf the stock, which created a sensation 
jn the insurance market. The | stock 
reached its peak last Friday when it 
climbed to a new high of 194. This was 
followed by a sharp break in the market, 
which caused a drop on Saturday morn- 
ing to 145, with a high of 169% quoted 
for the day. Closing Saturday with a 
loss of 19 points at 153%, the stock re- 
covered quickly to over 174. 





H. B. CARPENTER DEAD 

Harry B. Carpenter, fire and sai 
insurance agent at L awrenceburg, | Ky., 
dead, having hung himself in a barn at 
his residence on the evening of October 
29. Mr. Carpenter had been in_ poor 
health. He represented the Caledonian, 
Great American, and Trans-Continental. 
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PENN. AGENTS VOICE VIEWS 





State Ass’n Asks Prompter Settlement 
of Non-Policy Problem in 
Pittsburgh Area 


The Pennsylvania Association 0! In. 
surance Agents is somewhat up in the 
air over agency and commission c ndi- 
tions in the Pittsburgh area. The 1uiulti- 
plicity of non-policy writing agents and 
the lack of a settlement up to this time 
by the Eastern Underwriters’ Assocation 
has not served to smooth the waters. In 
the current edition of the Association's 
pubtication, the “Pennsylvanian,” the fol- 
towing appears: 

“ ° i“ € 

As is generally known, a committee 
of the Eastern Underwriters’ Association 
recently visited Pittsburgh and discussed 
with the Conference Committee o/ the 
Fire Insurance Agents’ Association of 
Pittsburgh various matters affectine the 
present and future conduct of the fire 
insurance business in Allegheny County. 
But this meeting, it is reported, did not 
accomplish anything definite in the way 
of agreeing upon changes looking to the 
tmprovement of conditions in this terti- 
tory. 

“In more detail, it is unfortunate that 
the Eastern Underwriters’ Association 
seems to have but one object to attain 
in their proposition submitted to the 
Pittsburgh agents, and that is a reduc- 
tion in the compensation now paid to 
the agents engaged in the local business. 

“In the opinion of many local agents, 
no plan short of a real limitation of 
agents, similar to that enjoyed by the 
cities of Baltimore, Buffalo and Boston, 
and applicable to the city of Pittsburgh, 
will be necessary to correct the local sit- 
uation. 

“Conditions, insurance-wise, in Alle- 
gheny County will not be satisfactory 
until the stock companies get together 
and give their local agents a square deal, 
something they have never had for a 
number of years. The Pennsylvania As- 
sociation of Insurance Agents is com- 
mitted to no other interest than that of 
the local agent, and the time might come 
when the local agents outside of Alle- 
gheny County may be asked to assist the 
agents in Allegheny County in bringing 
about a more desirable state of aftairs. 
It is strictly up to the Eastern Under- 
writers’ Association to create but two 

classes df agents, namely, local agents 
and legitimate brokers, and thus avoid 
an unusual and serious situation, as fat 
as the legitimate local agent is concern- 

” . 

Cu, 





HEADS SOUTHERN MUTUAL 


A. E. Griffith, Fifty-Four Years With 
Company, Elected President; A.C . 
Erwin Becomes Secretary 

Insurance men of the South, and un- 
cerwriters in the East will be interested 
in the election of Arthur E. Griffith of 
Athens, Ga., as president of the South- 
ern Mutual. to succeed Billups Phinizy, 
who died recently after a long illness. 
Mr. Griffith is one of the oldest an best 
known fire underwriters in the South, 
having celebrated his fiftieth am:uivet- 
sary with the Southern Mutua! four 
years ago, during which time he filled 
every position from junior clerk to mat 
aging underwriter. He has been secre- 
tary and managing underwriter «i the 
company for more than thirty y ars 

In the twelvemonth from April, 1916 





tc May, 1917, the Southern Mutuz! paid 
net losses of three quarters of a suillion 
dollars in the Augusta and Atlanti. con 


flagrations, but during the ten yexr pe 
nod to 1926 more than this amou:t has 
been restored to surplus account. 
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Agent Tells How He 
Won Over Big Risk 


USED SPRINKLER ARGUMENTS 





Well Known Jones Agency of Kansas 
City Finds Lower Rates Due to 
Sprinklers Are a Big Help 
On a prominent business corner of 
ansas City, Mo., stands a drug store 
that sells a million cigarettes a day. This 
business has customers swinging in and 
out of its revolving doors in almost end- 

less procession. 

Other departments of the store do a 
proportionately large business, in conse- 
quence of which the stock on hand is 
much greater than the average customer 
would suspect. He doesn’t know, for 
example, that the store’s basement al- 
ways is filled from floor to ceiling with 
boxes and crates, the combined value of 
which runs into many figures. 

Because of these large steck values, 
the owner’s insurance has been a choice 
risk from an agency standpoint for many 
years. The agent controlling the line 
always has been “Johnny-on-the-spot” 
whenever there was anything the assured 
wanted, and the latter has been content 
to go along with fire insurance costs 
included in his “overhead” at the rate of 
$1.50 per $100. 

That is, he was content until a few 
months ago when another local agent 
of Kansas City approached him. 

“With stock values running as high as 
yours,” the agent began, “a rate of $1.50 
cuts quite a figure in your annual ex- 
penses, doesn’t it?” 

After the druggist admitted that it did, 
the agent asked him why he didn’t in- 
stall automatic sprinklers. “They will 
cut your: fire insurance costs from 50 to 
75%,” the agent suggested. 

“Oh, I know all about that,” the store 
owner replied, “another fellow tried to 
talk me into buying sprinklers.” 

“Well, vshy didn’t you?” 

Assured Balked at Cost 


“It costs too much. According to the 
plan he worked out, it would cost some- 
thing like $6,000 or $7,000 to install such 
equipment in this building, and it would 
take twelve or fifteen years’ insurance 
savings to pay for the investment. That’s 
too long a gamble for me.” 

“But this corner of yours is valuable, 
and the trade you have built up at this 
location is even more so,” the agent ar- 
cued. “Wouldn't it be worth a lot to 
you to have automatic sprinkler protec- 
tion, so you can rest assured that fire 
will never rout you out?” 

“That’s worth something, of course. 
But not as much as sprinklers cost.” 

“But suppose you could get a sprink- 
ler system without putting up a cent?” 

“But that can’t be done. I told you 
they wanted something like $7,000 for 
putting in ‘such a system.” 

“But suppose it could be? Would you 
be interested ?” 

“T certainly would,” smiled the drug 
store owner, “but remember—I’m ‘from 
Missouri, and have to be shown in 
black and white.” 

To make a long story short, this is 
what happened. 

How Agent Put His Plan Through 


The agent went to the owner of the 
building in which the drug store is lo- 
cated. “An automatic sprinkler system 
in your building would make it proof 
against a destructive fire,” he said in 
brief. “This superior safety should ap- 
peal to you. In addition, such a svs- 
tem would reduce tremendously the fire 
insurance rate you are now paving. You 
can have such a system installed with- 
out taking a penny out of your pocket. 
Mr. -——, the druggist on the first floor. 
is willing to finance the installation, and 
only asks that you give him the dif- 
ference between the fire insurance pre- 
miums you are now paying and the pre- 
miums vou will pay after sprinklers are 
installed. Furthermore, he wants you to 
give him this difference for only five or 
six years, after which the sprinkler sys- 
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tem belongs to you and your building, 
and you can pocket the annual insurance 
premiums yourself thereafter.” 

With much to gain and nothing to 
lose, the building owner readily assented 
to the plan. 

Next the- enterprising agent ap- 
proached the tenants on the three floors 
of the building above the drug store, and 
made them the same proposal, i.e., they 
could have the superior protection of 
automatic sprinklers merely by turning 
over to the druggist their insurance sav- 
ings for a few years. 

The aggregate of their savings, plus 
the annual savings that would accrue to 
the druggist on his large stock valued, 
plus the co-operation of a sprinkler man- 
ufacturer, enabled the agent to go back 


to the druggist with a definite proposal 
for the installation of a sprinkler system 
under a deferred payment plan whereby 
the combined insurance savings would 
pay all costs within six years. 

The druggist accepted, and the system 
is now installed. The present fire rate 
on the building and stocks is less than 
50 cents. The building owner and his 
tenants have forgotten the fear of fire; 
the agent who worked out the plan is 
now handling all their fire insurance; 
and all of the affected assureds are so 
appreciative of his progressive service 
that he already has secured the handling 
of other lines for them, including a 
promise from the druggist that he will 
give him his public liability and plate 
glass “at expiration.” 
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This specific risk was cited recently 
by Howard Campbell, manager of the 
department of special service of }t. B. 
Jones & Sons of Kansas City. Mr. Jones 
was with the Kansas Inspection Bureay 
for many years before he became identi. 
fied with the Jones agency; and since 
latter organization writes approximately 
as much business in Kansas City as ail 
other agencies in the city combined, it 
stands to reason that they are “on fa- 
miliar terms with their Bermudas.” 

Advantages to Assured, Agent and 

Company 

“That drug store risk pops into my 
mind because it was managed in a rather 
unusual way, and because of its recent 
handling,” Mr. Campbell said. “But there 
are many other cases, and many other 
ways, in which the installation of sprink- 
ler protection has worked to the advan- 
tage of the assured, the agent, and the 
companies. 

“Right now, for example, we arc havy- 
ing sprinklers installed in two feed mills 
and one asphalt roofing plant here in 
Missouri—all hazardous risks. So much 
so that the owners couldn’t get adequate 
fire insurance in sound companies with- 
out sprinkler protection. So sprinklers in 
the case of these risks not only give the 
owners superior protection at a nominal 
cost, but also makes the business accept- 
able to the companies, and profitable to 
the local agent.” 

Mr. Campbell thinks insurance agents, 
to prove that they are both conscien- 
tious and aggressive, must forget their 
own immediate needs in serving their 
clients, even though suggesting the in- 
stallation of automatic sprinklers cuts 
into their commission incomes. Unless 
they give such service, he warns some 
competitor will, and they will lose out 
completely. 

On the other hand, the agent who sac- 
rifices his immediate income in order to 
give superior protection service, will 
profit immensely in the long run by rea- 
son of the “good word” his clients will 
pass along to their friends about him. 
in the wake of such conversations on 
golf links and across luncheon tables, 
real orders pile up on the agent’s books, 
many of which can be traced directly 
to a satisfied customer’s casual mention 
of “what this agent and sprinklers did 
for me.” 

Classes of Risks to Handle 


In further conversation as to the sales 
value of recommending automatic pro- 
tection against fire, Mr. Campbell pointed 
out that local agents must consider two 
classes of prospects when they “go gun- 
ning” for new business. First, existing 
risks not now insured, or insured in some 
other agency; and second, new proper- 
ties. Risks of the former class should 
be approached cautiously and with due 
consideration of the unwritten rules gov- 
erning the solicitation of business now 
handled by another agency. Usually, 
however, work on such risks follows at 
inquiry from the assured—perhaps as 4 
result of the agent’s work on another 
similar property; few plants, further- 
more, that ‘are not sprinklered, are con- 
trolled exclusively by one agency. Or- 
dinarily their fire insurance is “farmed 
out” among many agencies. 

Herein lies opportunity, for any agent 
can solicit such business without hes! 
tation, and serve the assured an addi- 
tional good turn by consolidating _his 
insurance into a few big policies. This, 
of course, is one of the indirect bene: 
fits to the assured from sprinklering his 
plant. He can get bigger lines in ‘ewer 
and stronger companies, which meats 
simpler bookkeeping records, better serv 
ice on renewals, and more satisfactory 
loss adjustments. 

As regards the second class of pros 
pects for new business, always in cvery 
community, new plants are being erected, 
and old buildings being remodeled t? 
suit new tenants. The agent has a free 
field in such cases, and should get int? 
correspondence (or personal touch) with 
the management of the proposed plant 
as soon as he learns they. have decide 
to enter his territory. 
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a business; and should you see fit to give it to me, my FIRE INSURANCE COMPANY 

cted previous preparation then makes it possible for me EIGHTY MAIDEN LANE, NEW YORK.NY. 

“a to handle the underwriting in the promptest and ERNEST STURM. Cnsmne we tome 

"into most efficient manner. Then too I have behind me : CASH CAPITAL—ONE MILLION DOLLARS 
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HONORS DEPARTING MEMBERS 


Syracuse Field Club Presents Gifts to 
Four Going to Home Offices, and 
Other Fields 
Four members of the Syracuse Club 
who have left or are leaving that terri- 
tory for positions elsewhere of greater 
importance were honored at a luncheon 
in Syracuse recently by their fellow 
members of the club. Those who are 
leaving the club include: John Kilpatrick, 
Jr., of the General inianael Bureau 
at Syracuse, who has gone with the 
Glens Falls as head of the loss depart- 
ment; Karl M. Keefer, who has left 
the Star to enter insurance for himself; 
Kenneth Cookingham, of the Automo- 
bile, who has been transferred to Albany, 
and Franklyn Thurnall, who has been 

switched to New Jersey. 

Suitable gifts were presented to three 
members. P. B. Jarvis made a presen- 
tation speech for John Kilpatrick, who 
responded in a very appropriate man- 
ner. Mr. Gracey presented a golf bag 
to Mr. Keefer. J. M. Carothers also 
made a few remarks for Mr. Kilpatrick 
as well as two of the guests, Mr. Day 
of the General Adjustment Bureau at 
Utica, and Frank McLean of the Under- 
writers Salvage Bureau. 





CAPT. J. B. ANGLE DEAD 

Captain J. B. Angle, solicitor for the 
city department of the Virginia Fire & 
Marine at Richmond, Va., for nearly a 
quarter of a century, is = = the age 
of 85. He went with the & M. in 
that capacity in 1903. P Sa he was 
connected with the Richmond police de- 
partment as a captain for a number of 
years. He served through the Civil War 
with the First Virginia Regiment and 
was wounded in Pickett’s famous charge 
at Gettysburg. He was a warm personal 
friend of the late Colonel William H. 
Palmer, long president of the V. 
F. & M. 





NEW FIRE MUTUAL 

The Patrick-Henry Mutual Insurance 
Co. of Stuart, Va., a non-stock corpora- 
tion, chartered last week, plans to oper- 
ate a mutual fire company in the coun- 
ties of Patrick and Henry and possibly 
in other contiguous counties in that sec- 
tion of the state. 
SPEAKS BEFORE KIWANIS CLUB 

Laurence E. Falls, vice-president of 
the American of Newark, spoke at a 
dinner given by the Kiwanis Club of 
Hackettstown, N. J., on Tuesday last. 
His talk consisted of an exposition of 
the advantages of stock insurance com- 
panies as taken from the history of in- 
surance organizations dating back to the 


. 


time of the London fire. Mr. Falls is an 
authority on the history and principles 
of fire insurance, being an instructor in 
the school courses of both the New Jer- 
sey and New York Insurance Societies. 





Travelers Settlement 
Under Close Scrutiny 


(Continued from page 22) 

ing several conferences between the 
conference committee of the association 
and the insurance commissioner periodic 
examinations are now a fact and Presi- 
dent Moulton is of opinion that these 
examinations will prove an effective way 
of raising the standard of agents and re- 
flect very favorably on the insurance 
profession as well as the association. 

“The one thing,” said President Moul- 
ton, “which has caused us the most un- 
easiness and concern is the fact that our 
membership has not increased during the 
past two or three years. It seems de- 
plorable that so much effort has to be 
made to interest insurance agents of the 
state in the work of protecting their own 
business. Our association is much need- 
ed and exerts a very necessary influence 
in preserving the rights and privileges of 
every one engaged in the fire and cas- 
ualty business. 

“We should have at least 500 mem- 
bers,” declared President Moulton, “and 
I trust that each one of you here will 
recognize the importance of the matter 
and do a little personal work in your 
neighborhood in an effort to enlist a 
few new members during the coming 
year.” 

Secretary-Treasurer Fred A. Norton, 
who, by the way, was re-elected to that 
office again for the fourteenth time, re- 
ported the financial affairs of the or- 
ganization to be in good condition, with 
a membership of 342, which he said was 
not so good. 

E. J. Cole of Fall River said that the 
work of the legislative committee had 
not been difficult the past year. Sev- 
enty-five bills affecting insurance had 
been considered by the legislature but 
no bill was passed detrimental to the 
business. 

Warren S. Shaw of Brockton reported 
for the Conference Committee, and 
brought some good news in the form of 
a rumor, which was to the effect that it 
looks like more commission on compul- 
sory automobile business in 1928. “But, 
mind you,” said Mr. Shaw, “this is only 
rumor.” 

To Seek Larger Membership 

Fred R. Smith of Haverhill, past 
president, expressed the regret of the 
membership committee over the fact that 


a better showing had not been made. In 
fact, he reported a net loss of 104. He 
said this was due to the fact that the 
committee was tired of carrying dead- 
wood any longer. The men dropped, in 
most instances, had not paid their dues, 
so what was the use of dallying with 
them longer. He called attention to the 
National Association Program of 15,000 
members next year, and urged the Mas- 
sachusetts men to get in line and help 
put it over. 

Norman Brainard of Springfield is 
chairman of the Fire Prevention Com- 
mittee, and he came forward with a good 
idea which he hoped might be worked 
out. It was this: In order to impress 
upon the policyholder the need for tak- 
ing proper care of his premises, a little 
circular should be enclosed with every 
delivered fire policy. It should be care- 
fully prepared and carry in simple direct 
form a little story that would sink in. 
He believed that when a man receives 
delivery of a fire policy is the psycholog- 
ical time to give him a message on the 
need for the fire protection of his prem- 
ises. 

A. A. Klinko, of the National Associa- 
tion, explained to the members the work 
of the Better Business Methods Com- 
mittee, and how it was to help the in- 
dividual member. He also told some- 
thing of the publicity matter which the 
National Association is preparing for the 
use of local agents in local advertising 
campaigns. 

Fred R. Smith gave a graphic account 
of the National Convention at New Or- 
leans, painting a word picture of the 
—_ affair that brought him a good 
land. ° 


Co's Reports on Travelers Agreement 

J. Cole of Fall River was next on 
the program and he brought the matter 
of the Worcester-Travelers’ question be- ° 
fore the meeting. Mr. Cole came into 
the meeting directly from the train, after 
completing a 3,500 mile trip, which in- 
cluded the National Convention, and 
visits to many associations and agencies 
throughout the country. 

He detailed the various conferences 
dating back a year or so, with reference 
to commissions and the new Eastern Un- 
derwriters’ Association. He then took 
up the Worcester matter and said that 
he had found that similar situations ex- 
isted in New Haven and other cities. He 
also said that the Travelers was not the 
only offender, but that it had been 
brought into the limelight through the 
publicity at Worcester and New Haven. 
Mr. Cole told of the conferences on the 
matter at the national convention and 
said that Mr. Williams of the Travelers 
as well -as President Butler were much 


—_——.., 
—— 


concerned. He said that as a result of 
these conferences Mr. Williams had sent 
to all of the company’s branch offices and 
general agencies orders to abide by ef. 
fective local board rules. He believed 
that Mr. Williams was absolutely sincere 
and that from now on the Travelers was 
going to play the game according io the 
rules. What they had been doing they 
had the right to do under the a 
sions granted them by the E. 

Ward Bates of the big Weseseter ‘firm 
of Greene & Bates, and president of the 
Worcester Board, who headed a dele- 
gation of about twenty from that city, 
told the meeting just how matters stood 


‘as regards the Travelers and its competi- 


tion for Worcester business. It has been 


sunfair and demoralizing from start to 


finish. During ten months last year the 
company wrote $28,000 in premiums in 
that city. It has written $14,000 this 
year. Its solicitors received 20% and 
had no overhead. The regular agents re- 
ceive the same commission but have all 
of their own overhead to pay. 

“The Worcester agents have been 
waiting and waiting,” said Mr. Bates, 
“for a settlement of this matter. We 
went to Poland Springs prepared to put 
the matter up to the convention there. 
After a two hour session the day before 
the convention we were told that every- 
thing would be taken care of—that relief 
was in sight. We said nothing at the 
convention sessions about the matter. 
We went back to Worcester feeling a 
sense of defeat. We waited. We are 
still waiting.” 

A number of pertinent questions were 
asked Mr. Cole about his change of front 
with respect to the Travelers’ situation. 
He again reiterated what he had pre- 
viously said that he believed that the 
Travelers was sincere in its present de- 
termination to follow the board rules. 
He believed that it would be wise for 
the matter to be held in “escrow” till the 
company had a chance to straighten out 
its affairs. 

The election of officers resulted as 
follows: President, William C. Moulton, 
Pittsfield; vice-president, Fred R. Smith, 
Haverhill; secretary-treasurer, Fred A. 
Norton, Salem. 

Regional vice-presidents: Charles S. 
Ashley, New Bedford; Joseph R. Ben- 
nett, Lowell; Norman A. Brainard, 
Springfield ; Edwin J. C. Cole, Fall 
River; S. T. Emery, Boston; Harvey A. 
Gallup, North Adams; Willard C. Hill 
Boston; Henry F. Howe, Gardner; 
Charles W. Johnson, Worcester; John 
A. Johnson, Gloucester; Roscoe 
Noble, Northampton; William P. Mc 
Pherson, Worcester; Warren S. Shaw, 
Brockton; Robert T. Sisson, Lynn; A 
C. E. Stimpson, Greenfield. 








Progresive, wll qualified agents 
will do well to consider The Carolina 
for representation in their agency. 


rom 


NSURANCE THOUGHTS 


Carolinian— 


How much did windstorm property dam- 
age cost the United States in 


Approximately 
from windstorms and hurri- 
canes, while the tornado loss 
totaled $3,000,000 more. 


The 





answer 
provides insurance agents food 
for thought. 
that the larger percentage of 
property damage is done by 
storms other than tornadoes 
and probably 


CARO? D 


$4,500,000 


given above 
It is apparent 


outside of the 59 MAIDEN LANE 





so-called tornado belt. 
the field for Windstorm 
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In other words, 
Insurance 
covers practically every sec- 
tion, and agents should en- 
deavor to sell this line side by 
side with Fire Insurance. 

In placing this and other 
business with The Carolina In- 
surance Company, agents have 
the satisfaction of knowing 
that their clients’ insurance is 
handled by a Company finan- 
cially sound and that provides 
every possible support in the 
operation of their agency. 
—The Carolinian 
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C. &. Mackinney Heads 
Rhode Island Ass’n. 


COOK PRESIDENT SEVEN YEARS 


Retiring Chief Executive Discusses 
Commissions, Anti-Rebating and 
Automobile Problems 


Tannes W. Cook, who has been presi- 
dent of the Rhode Island Association of 
Insurance Agents for seven years, last 
week declined to become a candidate 
again, as he has been elected a regional 
vice-president of the National Associa- 
tion for New England. At the annual 
meeting last Thursday in Providence 
Charles B. Mackinney was elected presi- 
dent. George R. Smith is vice-president 
and George I. Parker, secretary-treas- 
urer. The regional vice-presidents in- 
clude Joseph G. Henshaw, George A. 
Hathaway, Albert A. Edwards, Packer 
Braman, Walter E. Shannon, for the 
counties of Providence, Kent, Bristol, 
Newport and Washington respectively. 

President Mackinney appointed the 
following chairman of committees: Ches- 
ter F. Newcomb, finance; R. G. Rathbun, 
membership; B. M. MacDougall, con- 
ference; Thomas F. O’Donnell, legisla- 
tive, and Earl B. Dane, fire and cas- 
valty prevention. 

In his report to the convention retir- 
ing President Cook made some interest- 
ing remarks with reference to commis- 
sions, an anti-rebating bill and the East- 
ern Automobile Underwriters’ Confer- 
ence. These statements follow: 


Executive Committee Meetings 


“We have held two meetings, one'on 
February 11 and September 6. 

“At the first meeting, the subject of 
brokerage commissions was discussed, 
and it was voted to recommend the es- 
tablishment of local boards and the adop- 
tion of a brokerage rule by each limiting 
the commissions to either the 10 and 
15% maximum allowed by the E. U. A. 
or a 10% flat rate as might be deemed 
advisable. Where local boards were al- 
ready in existence they were requested 
to reaffirm their rate of brokers’ commis- 
sions, or if dormant, to reorganize and 
take similar action. Incidentally the en- 
tire state was divided by tentatively sug- 
gested allotments of territory in such a 
manner that no section would be without 
a local board having jurisdiction. I un- 
derstand that Pawtucket and Washing- 


ton counties have taken action along 
these ines and have secured the adher- 
ence «i the E. U. A. to their new broker- 


age commissions. 

“T would recommend that continued ef- 
forts be made under the active supervi- 
sion ©! our regional vice-presidents until 
this program has been completed. It is 
well note that in order to have the 


approval of the E. U. A. at least 50% 
of th» agents in the territory shall be- 
come tnembers of their local boards. At 
the nd meeting, September 6, your 
pre nt referred to his action in tak- 


A DEPENDABLE COMPANY 


¢ 


of Watedowea ge 
































ing up the question, with the insurance 
commissioner, of the improper solicita- 
tion of business by certain: mutual com- 
panies after complaint had been made 
by one of our members. This was very 
similar to the case reported by me at 
our February meeting, and related to 
apparent difference in initial rates as be- 
tween stock and mutual companies. I 
am very glad to report that the insur- 
ance commissioner secured the consent 
of the companies to modify their form 
letters in such a way that the public 
would not be misled. 


Anti-rebate Bill—Ruling by 


General 


Attorney 


“On July 20 I wrote the insurance 
commissioner inquiring whether an offer 
of a year’s credit by a competitor to a 
customer of another agent would be a 
violation of provisions thereof, as con- 
stituting a rebate. Under date of August 
25, Attorney General Sisson gave his 
opinion that, while the bill known as 
chap. 1051 of the public laws, 1927, does 
not specify that an extension of credit 
shall amount to a ‘valuable consideration 
or inducement,’ he is of the opinion that 
any deviation on the part of an agent 
from the normal and usual practice fol- 
lowed in the insurance business in the 
matter of the payment of premiums, 
would amount to a violation of said sec- 
tion. It seems to me, therefore, that it is 
‘up to us’ to determine definitely what 
is the custom in the business in order to 
enable the insurance department to pro- 
tect us against unfair competition. I 
therefore recommend that suitable action 
be taken by our association, placing it- 
self on record in an unmistakable man- 
ner to improve conditions and to be in 
a position to ‘back up’ the insurance 
commissioner in a proper enforcement 


Fire Reinsurance Treaties 
Eagle Fire Insurance Company (New Jersey) 
Baltica Insurance Co., Ltd. (Denmark) 

Franklin W. Fort Thomas B. Donaldson 

18 Washington Place, Newark, N. J. 








of the law, thus following the action of 
our executive committee that voted at 
its mecting on September 6 to refer the 
subject to our legislative committee -for 
investigation as to what length of credit 
is found customary in the business. 


Eastern Automobile Underwriters’ 
Conference 


“The prediction of one of our 
members, referred to in my last annual 
report, that a restricted form of theft 
policy was about to be saddled upon us 
has been verified. The matter of rates 
and forms used by our mutual competi- 
tors, having been brought to the atten- 
tion of the conference by several mem- 
bers of our association individually, re- 
sulted in a so-called ‘investigation.’ No 
previous notice was given of the arrival 
of the ‘investigator,’ I am told, nor did 
he visit more than one of the various 
casualty agents, resulting, I understand, 
in a report to the conference that was 
at least very incomplete if not mislead- 
ing. It was thought that he would make 
his presence known, and by giving an 
opportunity to all agents to be heard he 
would then be in a position to present 
a more convincing report. But such was 
not done. If the business now on our 
books is to be kept there, we must be 
enabled to meet competition, and I 
would suggest that continued efforts be 
made to obtain the necessary relief. 


Membership 


“During the past year our membership 
has not increased from 89 agents. We 
need every right thinking, legitimate 
agent in the state in our association. Will 
you not try individually to get at least 
one new member? We were organized 
July 25, 1900, hence have reached our 
majority.” 





NEW WEST VIRGINIA FORMS 


Agents in Mixed Agencies to Receive 
Ten Per Cent After January 1; Old 
Commissions for Clear Agencies 
A method has apparently been reached 
by which the commission troubles in 
West Virginia will be settled to the sat- 
isfaction of the stock fire companies be- 
longing to the West Virginia Uniformity 
Association. Members of the Associa- 
tion have sent out to their agents in 
that state a new form of agency con- 
tract to be signed before January 1, 
1928. In this it is agreed that the local 
agent shall receive the regular scale of 
commissions only if he represents after 
January 1 companies belonging to the 

West Virginia Uniformity Association. 

If the agent represents any non-mem- 
ber companies or if he fails to sign this 
agreement before January 1 his commis- 
sions shall be only 10%. The regular 
scale is 20% on fire, windstorm, cyclone, 
tornado, automobile, sprinkler leakage 
and hail insurance, 15% on riot and civil 
commotion and 12!44% on rain insurance. 
Members of the association have taken 
this action to stop, if possible, business 
being bid away by a few companies 
which do not belong to the association 
and are free to bid high prices for choice 
business. Under this agreement it is ex- 
pected that many agencies will clear in 
favor of association companies rather 
than see those commissions halved. 





Non-Policy Agents 
(Continued from page 1) 


tees appointed by the agency forces in 
those parts of the country. 

The E. U. A. will probably take some 
sort of action on the non-policy writing 
agent at a future meeting. But when a 
new policy is taken with respect to this 
type of agent it is safe to say that the 
solution will be reached much more 
easily than would have been the case 
had not the air been cleared at the 
agents’ convention at New Orleans. 

In some parts of the E. U. A. terri- 
tory agents will not easily understand 
the sudden cessation of hostilities. as 
evidenced by the discussion last week at 
the meeting of the Massachusetts As- 
sociation of Insurance Agents. They 
may believe that the leaders of the Na- 
tional Association have suddenly capitu- 
lated to the “enemy.” Such is not the 
truth. Peace, or at least an armistice, 
has been reached because the leaders 
among the agents see that the E. U. A. 
and fire companies individually are not 
taking a hostile attitude on an honest 
difference of opinion but rather are 
seeking to co-operate intelligently and 
without undue haste with the agency 
forces upon a satisfactory elimination of 
this matter from the list of problems 
still unsettled. 
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Urges Agents’ Adv’ts 
In Insurance Press 


GENERAL AGENTS’ MEETING 





President Ross Speaks Favorably of 
Publicity Campaign; Tells of Prog- 
ress of New Association 





New Orleans, La., Nov. 1—In his ad- 
dress to the convention of general 
agents of the insurance companies here 
recently, President James B. Ross, of 
New Orleans, followed the general trend 
of many men in the business by advo- 
cating a practical plan of advertising and 
publicity. Among other things he said: 


“In previous addresses delivered to our 
association and discussions held at their 
meetings, the question of publicity has 
been touched upon, and I now take this 
opportunity of thanking the insurance 
press for the many courtesies they have 
extended, all of which have been of ma- 
terial assistance. 

“T feel, however, that we should go 
further than to expect the insurance pa- 
pers to advertise us free, and that our 
executive committee should give serious 
consideration to the matter of adveris- 
ing publicity of our organization. I hold 
to the belief that if our committee will 

go thoughtfully into this subject, and 
oe prepared at the next annual meeting 
to offer a concrete suggestion for us to 
advertise the advantages of the general 
agency system through the medium of 
the insurance press, that their recom- 
mendations will have the hearty en- 
dorsement and support of each member, 
and theerfore I recommend that our ex- 
ecutive committee be charged with the 
duty of carefully investigating this sub- 
ject and reporting to the next meeting 
of our association. 

“Advertising is a stupendous subject, 
and yet we must all agree that the old 
and worn phrase, ‘It pays to advertise,’ 
is absolutely sound. I believe that our 
principals, the companies, would accom- 
plish much by the medium of advertise- 
ment—not alone to their agents, but to 
the public. An ‘educational campaign’ 
advertised by the fire insurance compa- 
nies, as a whole, would in a very few 
years, in my judgment, dispel to a con- 
siderable extent the unfriendly attitude 
of the public toward the fire insurance 
companies. 

“With these known facts as to the 
accomplishment of advertising, I ask the 
question: Do not you believe that the 
general agency system of operation can 
be made popular both with the compa- 
nies and the agents by careful and ju- 
dicious advertisement ? 


Value of the Association 


“Now that our association is eighteen 
months old, it will not be long before 
the members will begin to ask, ‘What 
are the benefits that we will derive by 
belonging to our organization ?’” con- 
tinued Mr. Ross. “In order to be pre- 
pared to give value received, I think that 
our welfare committee should continue 
its efforts in the matter of statistical in- 
formation, which, of course, will not be 
aavilable until after January Ist next, 
and that it should go further and en- 
deavor to compile operation information 
that will prove beneficial. 

“Do not understand me to believe that 
we have reached that age and prom- 
inence where we can undertake to fur- 
nish members with any great details of 
the method of the operation of our va- 
rious members, but I believe that we 
have now reached that stage where our 
welfare committee can secure from each 
member certain information, which, when 
compiled and distributed, will be looked 
upon as great value by all. I recom- 
mend that the welfare committee be pre- 
pared at our next meeting to not only 
report upon the statistical premiums and 
losses of tis various members, but also 
reach out a little further and touch upon 
a few of the methods of operation, which 
have an influence upon our expense ac- 


count, which, after all, is the ‘bugbear’ 
of every general agency.” 
Slogan Suggested 

“I am sure that those of you who at- 
tended the Hot Springs meeting will re- 
member in my brief address, and before 
I was elected president, that I suggested 
a slogan, and now I believe the time 
has come when the slogan suggested 
should be formally adopted by our assv- 
ciation, and I therefore recommend that 
at this meeting the slogan of our asso- 
ciation be adopted as follows: ‘Affilia- 
tion, Co-operation and Determination.’ 

“Affiliation: Meaning to unite and 
ally with each other, thereby strength- 
ening the opportunity and effect of Co- 
operation. 

“Co-operation is the keynote of the 
success of any business, and through the 
many years that I have been engaged 
in the fire insurance business I have not 
yet seen a company, a manager, a gen- 
eral agent, a state agent, a special agent, 
or a local agent who failed to co-oper- 
ate with their associates that did not 
eventually live to regret it. A notable 
instance can be cited, proving positively 
the correctness of this statement, and I 
have only to refer to the San Francisco 
conflagration, the Firemen’s Fund Insur- 
ance Company and the German Insur- 
ance Company of Freeport. No other 
reference is necessary. 

“Determination: Meaning in the com- 
mon language of the street, ‘Never say 
die. The ‘determination’ to ‘affiliate’ 
and ‘co-operate’ is essential to accom- 
plish the désired end. When your little 
band of seven met at Signal Mountain, 
it first affiliated, it next co-operated, and 
it then determinated, and through this 
slogan, ‘Affiliation, Co-operation, and De- 
termination,’ we feel proud of what we 
have accomplished. 





BLUE GOOSE MEETS 





T. L. Geraghty Most Loyal Grand 
Gander; Next Annual Meeting in 
Montreal; Convention Well Attended 
The Ancient and Honorable Order of 

the Blue Goose, which is the big social 

order of fire insurance, held its annual 
convention last week at Dallas, Tex. The 

question of group insurance came up. A 

definite proposition from the American 

National Lite of Galveston to insure the 

whole membership at a flat sum of $5,000 

each with the provision that all members 
join was referred to a special committee. 

‘The Florida Pond reported that it had 

negotiated a separate coverage for its 

members of $3,W00 upon a sliding rate, 
ten year term renewable. 

There were forty-one ponds represent- 
ed at the convention, including three 
from Canada. The suggestion was made 
that the name of the order be changed 
by adding the word “International” atter 
its title. Another matter that came up 
was the proposal that regalia should be 
compulsory. This was voted down, the 
convention deciding to leave the matter 
of costume to the discretion and the 
judgment of each pond. 

Among the many wires of greetings 
received was one from South Africa. The 
next general meeting of the Blue Goose 
will be held in Montreal. Tom L. Ge- 
raghty of Philadelphia was elected Grand 
Gander to succeed Wirt Leake. W. F. C. 
Fuller of Jacksonville, Fla., was elected 
Keeper of the Golden Goose Egg, or 
treasurer. 





TO SALVAGE $2,000,000 STOCK 

The Underwriters’ Salvage Co. has se- 
cured the stock of the Pittsburgh Dry 
Goods Co. of Pittsburgh, which was 
damaged by fire and water, for disposal. 
The stock is valued at approximately 
$2,000,000 and its size shows that the 
Salvage Co. has the excellent facilities 
with which to dispose of this large 
amount of goods. 





BUYS FOAMITE-CHILDS 
The American-La France Fire Engine 
Co. has purchased the controlling inter- 
est of the Foamite-Childs Corporation, 
manufacturers of fire extinguishers. 


—= —=—- 


‘6Be it ever so humble, 
‘Ohere’s no place like home.” 











The old home at Easthampton, L. I. of 
John Howard Payne, author of 


“Home Sweet Home” 





THEHOMELAND INSURANCE COMPANY 
of AMERICA 


150 William Street, New York 
Writes FIRE and all Kindred lines. 








It is operated by the 


North British and Mercantile Insurance Company, 


with a century of successful underwriting 


experience behind it. 

















THE 
UNDERWRITER ‘a 


















927 Noy ember 4, 1927 Page 3) 











———, —_—_— 


pre 















































SPRINKLER LEAKAGE INSURANCE 


i HE unexpected had happened when the sprinkler head 

“Jet go” and released hundreds of gallons of rusty 

( water which drenched and ruined the unprotected stock 
below. 


Improper maintenance, freezing of the system and care- 
less workmen are some of the reasons why Sprinkler Leakage 
Insurance protection should be had by every tenant in a 
sprinklered building. 


Sprinkler Leakage Insurance protects the manufacturer 
or merchant against the loss of his steck from this unex- 


ted esent hazard. 
ae ee pected yet ever pres Z 


Sprinkler Leakage Agents should suggest Sprinkler Leakage Insurance to 
Ineurance their clients as an example of the unusual protective service 
which their Agency offers. 
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Cites Advantages of 
General Agency System 


COMPANIES AND AGENTS GAIN 


Such is Claim of H. C. Stebbins, General 
Agent of Denver, Who Says the Sys- 
tem is of Economic Benefit 





At the recent convention in New Or- 
leans of the General Agents’ Association 
Herbert Cobb Stebbins of Denver, Colo., 
gave an interesting talk in which he 
enumerated concisely and pertinentlv 
some of the advantages of the general 
agency system as he sees them. He is 
convinced that’ this system is advan- 
tageous to both companies and _ local 
agents and that it produces a profit for 
all parties concerned. 

Most general agencies have found that 
the only hope of a profit for the gen- 
eral agent is to produce an underwriting 
profit for ‘the companies, for he must 
spend what overhead commission he re- 
ceives in properly developing and supe-- 
vising his agency plant and therefore is 
entirely dependent upon the contingent 
commission carnings for any profit at the 
end of the year, according to Mr. Steb- 
bins. 

Thus, he says, a company operating 
through a general agency may feel rea- 
sonably certain that barring abno-m7l 
catastrophes, a moderate underwritine 
profit can be expected. 

Then it may also be accepted as ar‘te 
generally true, says Mr. Stebbins. that 
no companv operating through a general 
agency is obliged to stand any loss from 
the collection of agency balances since 
among other duties, the general sent ts 
usually responsible for the collecticn 7nd 


remittance of all balances. 
The fact that the general agent ecen- 
trols the agency plant in his fie'd is 


no objection to the general agency plan 
because todav, it is being demonctrated 
in innumerable ways that business ven- 
tures are more substantial and succecs- 
ful where the individuals upon whom the 
business depends for success are on 9 
profit-sharing basis and have a personal 
investment in the business. 
Claims Quicker Loss Service 

Mr. Stebbins said in part: 

“Then in the handling of claims, the 
general agents are naturally most inter- 
ested, and are of course closelv super- 
vising this important part of the busi- 
ness, giving the company represented a 
greater degree of confidence and at the 
same time advancing the compiny’s in- 
terests and enhancing its reputation by 
reason of the fact that the general agent 
is maintaining headquarters close to the 
scene of loss and hereby able to give 
much quicker attention to the claimont, 
saving the company added loss and the 
local agent annoyance. 

“In addition to the quicker loss ser- 
vice, the advantages which accrue to the 


local agent who reports to a general 
agency are many, particularly where 
such a general agency is exclusively in 
the ‘general agency business and does 


not compete with its local agents in the 
writing of local business: in which re- 
spect a general agency differs materially 
from a company branch office. 

“Ts it not reasonable, therefore, to ac- 
sume that a general agent whose terri- 
tory is much smaller than that of a home 
office, is more closely in touch with the 
conditions existing in his field and better 
able to understand the problems of the 
Iccal agents and clients in the field? 
General Agent Knows Local Conditions 

“While we must admit that the insur- 
ance business as a whole operates quite 
properly on the ‘law of average’ and the 
executives and examiners in the home 
office have a much broader experience 
on which to base their conclusions, still 
with all respect for that broad experi- 
ence, the fact remains that local condi- 
tions may very materially affect the ex- 
perience on a certain class of business in 
a certain territory, and consequently cer- 
tain classes may be successfully written 
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in that territory which the companies 


. may be avoiding and other classes abso- 


lutely avoided which the companies may 
be writing elsewhere. 

“Consequently, a general agency which 
has a staff of trained men considering 
and passing upon the business within its 
scope of operations, who as previously 
mentioned are more familiar with condi- 
tions in that field, is better able to co- 
operate with the local agent than an ex- 
ecutive or underwriter located far away 
who is unable to visualize the conditions 
actually existing in a particular territory 
because of preconceived ideas, absolutely 
correct on the average, but not in ac- 
cordance with the facts.in that territory 
and consequently incomprehensible to a 
local agent in that territory. 

“From an underwriting standpoint, 
therefore, the local agent should have a 
smoother contact with the general agent 
with less irritating correspondence and 
fewer cancellation orders, because the 
general agent located in closer proximity 
to the local agent can make more per- 
sonal investigations and inspections than 
a company operating otherwise, and 
therefore has far less occasion to call 
upon the local agents for such investi- 
gation and reports. 

“Another important advantage in the 
general agency method is that where a 
general agency represents a number of 
companies, the local agent for each of 
those companies is afforded the entire 
carrying capacity of every company rep- 
resented by the general agency and 
therefore is able to write, as a rule, much 
larger lines than otherwise. and finds the 
general agency company which he repre- 
sents of increased value to him as an 
agency connection by reason of the fa- 
cilities which it affords him in the de- 
velopment of his business. 

“The general agent, of course, reinsures 


the business in his other companies with- 
out disturbance to the local agent and 
in past months when so many companies 
have been curtailing their former author- 
izations and reducing lines generally, this 
service of the general agent has been 
more advantageously used than for many 
years past. 

“We believe, however, that perhaps the 
greatest advantage which the modern 
general agency offers to the local agent 
is the fact that the local agent now finds 
that his general agent is able to give 
him accurate information and write poli- 
cies for him on every kind and classifi- 
cation of insurance, for the large gen- 
eral agencies of today have in their or- 
ganization experts in all branches of the 
business, and although the local agent 
may represent only a single fire com- 
pany, nevertheless he receives from his 
general agent complete information on 
all lines of casualty and surety, all lines 
of automobile coverages and all of the 
various special risks coverages which it 
is possible to write anywhere, and a gen- 
eral agency properly equipped is able to 
write such coverages in its own office 
because some one or other of the com- 
panies in the general agency handles 
whatever coverage may be desired, and 
thus the local agent gets more and more 
in the habit of referring all his requests 
to one source and naturally becomes 
more and more closely attached to that 
general agency and company.” 


NEW FIRE AGENCY 

A new local agency handling fire and 
other lines has been formed in Louis- 
ville, Ky., to be a board acency. 
Nelson, who for thirty-eight years has 
had the general agency for the Fidelity 
& Casualtv, has made anplication for 
membership in the Louisville Board, and 
will represent the First American. 
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Albany Field Club To 
Honor Old Timer; 


DINNER AT TEN EYCK, NOV. 





John B. Dacey Announces Plan for Gen. 
eral Reunion of 175 Active Members 
With Those Who Have Left Field 





The Albany Field Club will cclebrate 
its fifteenth anniversary with a banque 
on the roof garden of the Ten Eyck 
Hotel in Albany on the evening of Fr. 
day, November 18. This meeting will be 
in honor of the charter and honorary 
members of the club. i 

John B. Dacey, special agent in Al. 
bany for the Boston, is chairman of the 
banquet committee. ‘To a representative 
of The Eastern Underwriter he said this 
week that the Albany Field Club wa 
organized on December 20, 1912. There 
were nineteen charter members anj 
only five of these now remain in the 
field, the others for the most part being 
successful fire company executives. The 
Field Club now has a membership of 
about 175 men. 

“We have always taken great pride 
in our organization,” said Mr. Dacey, 
“and the active members feel that it would 
be a nice thing to show their apprecia 
tion to the founders of the club by ter- 
dering them this dinner in order tha 
the old guard might meet the new. Percy 
Ling of the North British & Mercan- 
tile was the club’s first president and 
the present head is C. A. Tillotson of 
the London & Lancashire.” 





URGES “CERTIFIED” BROKERS 





Joseph Gladstone Asks Sup’t Beha to 
Have Strict Qualification Require- 
ments for All Brokers 

Joseph Gladstone, a New York insur 
ance broker, has written Insurance Su- 
perintendent James A. Beha, pointing 
out several reasons why he believes there 
should be a law passed requiring qualif- 
cation examinations for all applicants 
for brokers’ licenses. Mr. Gladstone 
says that every broker should be cer 
tified as to his qualifications, as an ac 
countant would be. 

“The applicant for a broker’s licens 
is rarely aware of the educational facil- 
ties and lectures that are offered by the 
Insurance Institute, insurance companies. 
and others, and in all probability woul 
not be likely to avail himself of those 
valuable courses, even if that informa 
tion were known, owing to the needless 
ness of that preparation under the pre 
ent political methods of procuring a lt 
cense. 

“It is therefore plainly the duty of the 
state to place the practice of insurance 
service on as high a plane of qualifice 
tion as the ‘certified public accountant 
is today, and cease putting politics am 
expediency above constructive qualific 
tions, to cease grinding out broker's lk 
censes a la factory style. Public cer 
tified insurance brokers will do more 0 
improve the service and business of it 
surance and reduce losses than av 
combination of other remedial factors. 





ACHENBACH AETNA MANAGER 

-W. M. Achenbach.-who has been & 
sistant manager of the Western ‘Jepatt 
ment at Chicago of the Aetna (Fire 
been selected by President Reiph B 
Ives to succeec J. M. Thomas as maint 
ger. Mr. Thomas has gone with 1 
Fire Association as vice-presiden’. +4! 
Achenbach has been with the Aetm 
twelve years as special agent. Mich" 
gan state agent, and since 1924 asst 
ant manager. 


TOKIO M. & F. MOVES. 
The head offices of the Tokio Marit 
& Fire’s United States branch and 
the Standard of New York have movel 
from 45 Tohn Street to the sixtii floo 
at 80 Tohn Street. The new quarte® 
are half again as laree as the old ont 
and will take care of the increasing bus 
ness of these two companies. 
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Lumbermen Offer 
New ‘Fireproof’ Wood 


REPORTED ON SALE ALREADY 





of Building Code Revision or 
Legislative Enactment Stirs 
Lumber Trade to Action 


Fear 





Lumbermen, seeing the possibility of 
their business being cut down in the big 
cities of the East through the agitation 
of the fire insurance companies against 
the use of flammable material in build- 
ing construction, are now putting on the 
market wood that will not burn, accord- 
ing to their own statements as expressed 
by Allen E. Beals in a recent Dow 
Service Daily Building Reports. 

It has been estimated by competent 
authority that more money has been 
spent for experiments in fireproofing 
and waterproofing wood this year than 
has been applied for the perfection of 
any basic building material, with prob- 
ably one exception. The attitude of the 
building inspection authorities of New 
York City in attempting to enforce rig- 
idly that part of the building code deal- 
ing with finished floor material and the 
attention that the Industrial Survey 
Commission has given to the subject of 
houses built of wood in the outlying 
sections of the city have combined to 
accentuate greatly experiments along 
this line. 

Not only have the largest lumber 
manufacturing companies of this coun- 
try spent large sums in_ perfecting 
a system for fireproofing lumber, but 
some of the leading trim manufacturers 
have been working out a nation-wide 
sales distribution of package trim that 
will meet any practical fireproofing re- 
quirement that present or future build- 
ing codes call for. 

New Wood on the Market Now 


Within the year one of the largest 
wood-working companies in Manhattan 
announced to the building trade that it 
had equipped a plant for the sale of 
fireproofed lumber and, according to a 
member of the firm, it promptly sold 
up its capacity. 

Another firm started a year ago to 
study the problem of fireproofing and 
waterproofing lumber and other building 
materials. Its plant has been in opera- 
tion all summer, more as a_ research 
laboratory, however, than as a market 
purveyor, with the idea of getting pro- 
duction of treated lumber down to a 
point where it can compete with un- 
treated lumber. It expects to enter the 
fall market with a capacity of 100,000 
feet a day, but once the process has been 
brought to perfection the plan is to 
manufacture fireproofed and _ water- 
proofed lumber at mill source so that 
the cost of it will be brought to the 
lowest possible market price. 

he significance of this concentration 
of effort to perfect a marketable process 
of fireproofing and waterproofing lumber 
for building and trim purposes, as well 
as for scaffolding of buildings in course 
of construction, lies in the fact that in 
the event of building code revision, stim- 
ulated, quite possibly, by wholesale 
wooden house construction in the outly- 
ing sections of the city, either the fire 
limits of the City of New York will be 
extended to present borough boundaries, 
or non-fire-resisting building materials 
will be barred from use. 

here is a considerable section of the 
lumber supply industry of New York 

City that insists that no fire menace ex- 
ists in Queens Borough in consequence 


of the presence there of large areas given 
over to wood construction. 

Lumber men contend that there is no 
perfect security against conflagration as 
long as the contents of homes, hotels, 
offices, warehouses, churches and any 
other type of building housing humans, 
contains inflammable furnishings. 





PEABODY HEADS MAINE AGENTS 





Is Re-elected President at Annual Meet- 
ing; Resolution on New Dwelling 
Rates; Comm. Spencer Speaks 


Frank A. Peabody of Houlton was 
recently re-elected president of the 
Maine Association of Insurance , Agents 
at the annual meeting at Augusta. Leon 
W. Helson was elected secretary-treas- 
urer to succeed Joseph T. Cole of Ken- 
nebunk. A large attendance of about 125 
agents was due to a discussion of the 
new minimum dwelling fire rates and 
rules which became effective October 1. 
Insurance Commissioner Wilbur D. 
Spencer spoke on the new Maine agency 
qualification law passed by the last legis- 
lature. He concluded by stating that 
the qualification theory is an important 
move in the right direction. 

With regard to minimum rates the as- 
sociation passed the following resolution: 

“Resolved, That the Maine Association 
of Insurance Agents requests of the New 
England Insurance Exchange a modifica- 
tion in the rates and rules adopted by 
the Exchange as of October 1, 1927, so 
that barns private containing no horses 
and barns private containing not more 
than four horses used for business pur- 
poses be merged into one classification 
with a rate for that class as little above 
the dwelling rate as is consistent with 
good underwriting.” 

Ralph Sweetland, secretary of the 
New England Fire Insurance Exchange, 
assured the agents that the resolution 
would receive careful attention from the 
Exchange. Edward T. Cairns, manager 
of the Eastern Department of the Fire- 
man’s Fund, was the principal speaker 
at the banquet. He spoke largely on 
the fire prevention work of the insur- 
ance companies. 

Other officers of the association are: 
Herman Susskraut, Portland, first vice- 
president; Harold W. Bishop, Booth- 
bay Harbor, second vice-president, and 
Walter H. Gardner, Bucksport, third 
vice-president. 





ASKS UNIFORM AUTO POLICY 


Increasing importance of automobile 
insurance lines makes it imperative that 
a uniform policy form be adopted in 
Michigan, Lansing agents and their of- 
fice workers were told recently by Com- 
missioner Charles D. Livingston at a 
dinner meeting in the Hotel Olds. The 
Lansing Association of Fire & Casualty 
Underwriters planned the banquet for 
the express purpose of hearing the com- 
missioner who, although he has been in 
office since January 1, has not had a 
previous opportunity to talk before the 
agents of the Capital City. About two 
two-score were present for the affair. 





EXPLAINS FIRE RATES 


Charles E. Fertig, Colorado fire insur- 
ance commissioner, last week addressed 
the fire insurance rate committee of the 
Denver Chamber of Commerce. explain- 
ine how rates are made and the factors 
which enter into insurance rate fixing. 
The committee is taking an active part 
in the fight for lower fire insurance 
rates and wanted to act intelligently. 


WARNS OF UNLICENSED COS. 





Commissioner W. E. Monk of Massachu- 
setts Finds Three Unadmitted Or- 
ganizations Writing Risks 
A warning against insuring with un- 
licensed foreign companies has been is- 
sued by Wesley L. E. Monk, insurance 
commissioner of Massachusetts. Mr. 
Monk explained that the insurance com- 
mission was powerless to act on com- 
plaints under the circumstances. He 
pointed out that if an unlicensed foreign 
insurance company refuses to honor a 
claim for loss made by a resident of 
Massachusetts it is necessary for the in- 
sured to go to some foreign state or 
country to bring suit to enforce their 
claim or else drop it. He said that a 
number of complaints concerning unli- 
censed companies had been made to the 

commission recently. 

Mr. Monk said that from these com- 
plaints it appears that the Anchor Insur- 
ance & Investment Corporation, ‘Ltd., of 
England, the Eastern Insurance Co., 
Ltd., and the Liberty Underwriters, all 
unlicensed foreign companies, are issu- 
ing fire insurance policies to Massachu- 
setts residents. 





OKLAHOMA AGENTS MEET 


M. E. Williams of McAlester was 
elected president of the Oklahoma As- 
sociation of Insurors at the fifteenth an- 
nual convention held at the Mayo hotel, 
Tulsa, last month. E. R.  Led- 
better of the E. R. Ledbetter Co. at 
Oklahoma City was chosen vice-presi- 
dent; and M. B. Breeding in charge of 
the insurance department at Gum 
Brothers Co., was re-elected secretary- 
treasurer. 





FARM FIRE BOOTH 

The agricultural committee of the Na- 
tional Fire Waste Council will again 
have a booth at the annual congress of 
the American Farm Bureau Federation 
and Exposition at the Hotel Sherman, 
Chicago, December 5, 6 and 7. This 
booth proved such an outstanding suc- 
cess last year that even a more elabo- 
rate program will be undertaken this 
year. 





SOLICITORS INCREASE 
The Louisville Board of Fire Under- 
writers of Louisville, Ky., announces that 
the board members now employ about 
250 insurance solicitors whereas a few 
years ago board offices were allowed 
only one solicitor each. 





RETURNS TO LOCAL BOARD 


Gibson, Moore & Sutton, local agency 
of Richmond, Va., which withdrew from 
membership in the Richmond local fire 
board some years ago, has come back 
into the fold. The firm was re-elected 
to full membership last week. 





218TH YEAR 
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GNITED STATES BRANCH 
55 Fifth Ave. New York 
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Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
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MADE ASS’T. ATTORNEY 
Henry Gerson has been appointed As- 
sistant United States District Attorney 
for the Southern District of New York 
State. He received some of his early 
training in insurance brokerage circles. 
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CHICAGO 


DOWNTOWN, near 
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ity of service at 
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E. N. Mathews, 
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R. E. Kelliher, 
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of New York 


Assets, January Ist, 1927  $4,896,544.34 

Surplus to Policyholders $1,928,405.51 

Losses paid since organization 
$17,807,373.74 
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Selling Points For 

U. & O. Insurance 
TIME IS MONEY GOOD SLOGAN 
U. S. Chamber Issues Pamphlet on 


Business Interruption Covers 
For Local Agents 











cas : oie 

Time is money” is the slogan of the 
United States Chamber of Commerce in 
issuing recently a pamphlet on business 
interruption or, as it is professionally 
known, use and occupancy insurance. 
U. & O. coverage takes care of fire 
losses sustained by the passage of time 
during which a plant is kept out of 
profitable operation. 

Factories and other business establish- 
menis are operated because of their earn- 
ing power. Regular fire insurance is in- 
tended to protect one’s interest in actual 
property but not in the earnings from 
that property. Earnings from the use 
or from the occupancy, of prope rty may 
be protected by various other forms of 
insurance, depending upon the nature of 
the income. The income from property 
rented to others may be protected by 
rent insurance, whereas income from 
businesses may be safeguarded by use 
and occupancy insurance, or, as it is 
more accurately called, business interrup- 
tion indemnity. 

What the-Loss of Business Means 

A physically impaired manufacturing 
plant, mercaiitile establishment, hotel or 
other business property may, when it 
shuts down during impairment, cut off 
many customary expenses such as casual 
employes’ salaries, purchases of addition- 
al material, freight and cartage charges, 
postage, advertising and _ telephones 
(when the latter are not under contract 
for a given period), as well as numerous 
other small and miscellaneous expenses 
which a running business incurs, but 
which are not experienced by shut-down 
concerns. However, unless the business 
is to be discontinued or liquidated, heavy 
expenditures frequently must continue 
despite the fact that the money to meet 
them cannot be earned during the shut- 
down period. If proper and adequate 
use and occupancy insurance is not car- 
ried, such expenditures necessarily are 
met out of surplus or, if there is no sur- 
plus, it may be necessary to plunge the 
concern into debt and possibly force it 
out of business by using the fire insur- 
ance money received for the destroyed 
property to try to keep the business to- 
gether. 

Vital Differences 


In regular fire insurance partial or to- 
tal destruction describes the condition 
after a loss. Under use and occupancy 
coverage partial or total suspension are 
the descriptive terms which indicate the 
nature of the loss. 

Obviously a slight property damage in 
a vital spot may cause a total suspension 
of business until repairs can be made. 
For example, machinery of a manufac- 
turing plant driven by a common shaft 
may be entirely stopped by damage to 
the main belt; a single entrance mer- 
cantile establishment will not be used 
by the trade if fire impairs the doorway 
or the floor at the entrance; frequently 
manufactured goods necessarily pass 
through some concentrated process or 
department—such businesses are like a 
funnel, i. e., they have a large mouth 
and a small spout. Injury to the rela- 
tively small spout stops the flow of work. 

Many business operations have one or 
more vital spots or hearts where small 
property damage may mean extended to- 
tal or partial suspension of business. On 
the other hand, there are situations 
where a considerable property damage 
will result in little or no interruption to 
the business process. 

The increasing efficiency of machinery 
is tending to concentrate and magnify 
the earning power of manufacturing 
plants. Newspaper advertising has some- 
what the same effect on mercantile busi- 
nesses. Sometimes a small investment 


with a quick turnover will result in a 
disproportionately 


large use and occu- 


pancy value as compared with the prop- 
erty itself. On the other hand, there 
are businesses which have a very large 
physical investment with a comparative- 
ly small earning power. The point is 
that there is no fixed relation between 
property damage loss or value and use 
and occupancy loss or value. 


Losses Covered 

The growing demand for an insurance 
policy to provide protection against loss 
of this nature has brought out the form 
known as_ business interruption indem- 
nity, or use and occupancy insurance. 
This form of insurance provides cover- 
age against the actual loss sustained to: 

(a) Net profits on business prevented 
from being conducted. 

(b) Such fixed charges and expenses 
as much necessarily continue during to- 
tal suspension of business to the extent 
only that such fixed charges and ex- 
penses would have been earned had no 
fire occurred. It is obvious if charges 
and expenses are not being earned when 
the business is running that a fire which 
shuts down the property is not the real 
cause of the failure to earn the money 
with which to pay them. Therefore, pay- 
ment is limited to the extent only that 
they are being earned. 

(c) An allowance for expenses which 
are necessarily incurred for the purpose 
of reducing a loss under the policv. (This 
reacts to the insured’s benefit because 
operations may be resumed more quick- 
ly—see further explanation of this ex- 
pense matter below.) 

Use and occupancy insurance may be 
secured to protect against loss or dam- 
age from various causes, such as fire, 
riot and civil commotion, sprinkler leak- 
age, explosion, windstorm. tornado, steam 
boiler and earthquake. While the insur- 
ing clause is different according to the 
terms of the contract, the insurable val- 
ues and loss possibilities are of the same 
nature in each case. 

Scope of Coverage 

Use and occupancy loss coverage is 
intended to applv for not exceeding such 
length of time beginning with the date 
of the loss (and not limited bv the ex- 
piration of the policv) as shall be re- 
quired with the exercise of due diligence 
and dispatch to rebuild, repair or re- 
place the part of the property which has 
been damaged or destroyed, subject to 
certain limitations peculiar to the type 
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of business being insured. For example, 
ordinary use and occupancy insurance 
does not recognize loss caused by the op- 
eratior of laws or ordinances which re- 
quire that property damaged by fire shall 
be wrecked or replaced with superior 
construction, i. e., if a frame building 
burns an ordinance may require that a 
fireproof one replace it. It takes longer 
to build a concrete building than a 
wooden one and unless special provision 
(which calls for an additional premium) 
is made in the contract to care for this 
contingency the additional time required 
to rebuild the structure with its attend- 
ing loss of income, coupled with the out- 
go, must be borne by the owner of the 
business. 


Things Not To Do 
To Prevent Fires 


Don’t put ashes in other than metal 
receptacles, and don’t dump them 
where they will come in contact 
with combustible materials. 

Don’t hang electric light cords on 
nails. 

Don’t use wooden lockers. 

Don’t permit oily rags to lie around. 

Don’t let the fact that you are in- 
sured make you careless. 

Don’t use an open light when look- 
ing for escaping gas or in the pres- 
ence of inflammable liquids. 

Don’t use sawdust in spittoons or to 
absorb oils. 

Don’t throw away lighted matches, 
cigars, or cigarettes. 

Don’t use insecticides or liquid pol- 








ishes in the vicinity of oper flame 
lights. Many such compounds con- 
tain volatile inflammable oils. 
Don’t use kerosene, benzine or naph- 
tha in lighting fires, or to quicken 
a slow fire—it may result in death, 
Don’t make bonfires of rubbish where 
the wind can scatter it. Burn it 
in a container. 





CONN. INSURANCE DAY NOV. 4 


Connecticut will observe Insurance 
Day this year on November 30 with 
meetings in Hartford of the Connecticut 
Fire Underwriters’ Association, the Con- 
necticut Association of Field Men & 
Special Agents and the Connecticut Life 
Underwriters’ Association. Thomas L. 
Faulkner and Charles Page of Hartford, 
and Donald G. North of New Haven, 
conferred recently with Insurance Con- 
missioner Howard P. Dunham on the 
plans for this year’s meeting. 





PEARL ASSURANCE EXPANDING 


The Pearl Assurance of London, which 
entered this country several months ago 
to write fire reinsurance under the man- 
agement of Henry W. Gray of Hart- 
ford, manager of the London & Lanca- 
shire, is extending its operations. The 
company has been entered in Canada to 
write direct business. 





PAYS DIVIDEND QUARTERLY 


The board of directors of the Cam- 
den Fire last week declared an extra 
dividend of 5%. The company will hence- 
forth pay dividends quarterly on the first 
day of February, May, August and No- 
vember. 
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Northern Cutting 
Down Marine Risks 


LONDON BROKERS CUT OFF 





Unsatisfactory Condition of Market 
Leads Company to Reduce Materially 
Its Marine Obligations 





In pursuance of its present policy of 
reducing its marine insurance account, 
the Northern Assurance has decided to 
cease underwriting marine risks to Lon- 
don brokers, the London office reports. 
The decision takes immediate effect. The 
foreign and provincial agencies are to be 
maintained, but the London brokerage 
business has represented the great bulk 
of the marine insurance directly written. 

The company began to write marine 
risks ten years ago. It is interested in 
the Indemnity Mutual Marine, the Lon- 
don & Scottish, and the World Marine 
& General, and the marine premium in- 
comes of all these offices would have 
been included in the total net marine 
premium income of the Northern last 
year of £1,554,000, of which it would be 
reasonable to assume that about one- 
fourth represented the direct business of 
the Northern Assurance. 

Through the offices in which the com- 
pany is interested it will be still left with 
ample opportunities of writing a con- 
siderable marine account, although the 
policy of the management is known to 
be now to curtail substantially its ma- 
tine insurance liabilities. It is in the 
late autumn that many insurance covers 
for the new year are arranged, and that 
fact, presumably, is not unconnected with 
the present action. 

Unsatisfactory Market Conditions 


The news of the decision was wel- 
comed in the London market, which has 
clearly been suffering from the swollen 
state which it assumed during the period 
of high values of ships and commodities 
during and immediately after the war. 
Possibly the action may lead to a recon- 
sideration by other companies of their 
Position. No doubt many companies and 
underwriters have rendered useful serv- 
ice to commerce in the last few years 
by providing insurance for ships and 
cargoes at well below cost price. 


LONDON INSTITUTE MEETS 

London, October 29.—Charles Hendry 
delivercd the presidential address before 
the Ins irance Institute of London at the 
Cordwainers’ Hall recently. He de- 
scribed the work undertaken in the train- 





ing of insurance officials, and the func- 
~ o! the various insurance organiza- 
ions, 


i cluding the Institute of London 
Under riters, the Life Offices’ Associa- 
tion, t'e Accident Offices’ Association, 
and the Fire Offices’ Committee. Deal- 
Ing particularly with the Fire Offices’ 
Ommiitee, he said that he doubted 
Whether even the offices had realized 
sufficic tly the value of its services, and 
still less so the insuring public, the great 
Majority of which had never even heard 
f the committee. 





CARDONA JOINS KENNY AGENCY 


_ J. Russell Cardona, who is well known 


ws, marine insurance circles in New York, 

joined ihe Kenny Agency, Inc., this week 

aS manager of its inland marine depart- 

tak, Mr. Cardona was formerly with 

ra ‘America Fore Group in its home of- 
iW 


ht a marine department. He is 
of ely conversant with the underwriting 
this class of business, having had 


about ten years’ experience on _ the 
Strect.” 
ac Kenny Agency represents both the 


ity-Phenix and Insurance Co. of the 


ate of Pennsylvania for inland marine 


ines, 


Companies Writing 
Risks In Mexico City 


BRITISH LEAD IN FIRE FIELD 





Have Well Over Twenty Companies, 
Americans Half That Number; Two 
Casualty and Six Life Companies 





The Mexican commercial attache in 
Washington recently issued a list of the 
insurance companies doing business in 
Mexico City under authority of the Mex- 
can government. There are fifty-three 
fire, marine and transportation compa- 
nies, six life companies and only two 
casualty companies. Both of the casu- 
alty companies are American, while the 
Woodmen of the World is the only 
American life organization. Jn the fire 
field the British companies lead the field 
by more than two to one with the Am- 
erican companies ranking second in num- 
ber. There are four French, four Ger- 
man, one Japanese, one Italian and eight 
Latin-American companies. The com- 
plete list follows: 

Life 
Alianza Hispano Americana, Av. Uru- 

guay 45, Desp. 17. 

Confederacion del Canada, Av. 16 de Sep- 
tiembre 

La Latino Americana, Av. Feo. 1. Ma- 
dero 29. 

La Nacional, 1/a. Bolivar 18. 

El Sol del Canada, San Juan de Letran 

24, Desp. 213-214. 

Woodmen of the World, 2/a. Bolivar 22. 
Accidents and Disablity 
Maryland Casualty Co., 1/a. Bolivar 18. 
— American Accident, Av. 5 de Mayo 
Fire 
Aachen & Munich, Av. 16 de Septiembre 

58, Desp. 408. 

Agricultural Insurance Co., Av. 5 de 

Mayo 15. 

— 3/a. de la Palma, Av. Uruguay 


Alliance Ass. Co., Av. Uruguay 103. 

Assicurazioni Generali, Av. Uruguay 81. 

Atlas Ass. Co., Capuchinas 50. 

Aurora, S. A. de Bilbao, Rep. El Sal- 
vador 60. - 

Baloise Fire, 3/a. de la Palmo 37. 

British American Ass. Co., Av. Urugauy 
53, Desp. 20 bis. 
Caledonian Ins. Co., 5/a. Capuchinas 93. 
Central Insurance Co., 1/a. Bolivar 18. 
Commercial Union Ass. Co., Av. Rep. 
El Salvador 102. 
Cia. General Anglo-Mexicana de Seur- 

os, 1/a. Bolivar 18. 
Cié. d’Assurances Générales, Av. Uru- 
guay 55, Desp. 106. 
La Fonciere Incendie, Av. Uruguay 103. 
Guardian Ass. Co., Av. Uruguay 95. 





cee Bremense, 3/a. de la Palma 
3 


Hartford Fire Ins. Co., Av. Uruguay 55, 

Desp. 106. 

Home Ins. Co., 1/a. Bolivar 18. 

Lancashire Ins. Co., Av. Uruguay 105. 

Liverpool & London & Globe, 2/a. Ca- 
puchinas 37. 

London Ass. Corporation, 5/a. Capuch- 
inas 93. 

London & Lancashire, Av. Uruguay 55, 
Desp. 106. 

La Magdeburguesa, Av. Uruguay 8&2. 

La Nacional, S. A., Av. Uruguay 64. 

National Fire Insurance Co., Av. Uru- 
guay 103. 

North-Deutsche, Av. Uruguay 55, Desp. 
411. 

North Britsh & Mercantile, 4/a. Calle 
de la Palma 45. 

The Northern Ass. Co., Av. Rep. El Sal- 
vador 102. 

The North River Ins. Co., Apartado 7, 
Piedras Negras, Coah. 

Norwich Union, Av. Urueuay 78. 

Los Paises Bajos, Av. Uruguay 56. 

The Palatine Ins. Co., Av. Urugnay 45. 

Phoenix Ass. Co., Av. Uruguay 78. 

Roval Exchange Ass. Co., Av. Uruguay 
103. 

Royal Insurance Co., Capuchinas 48. 

Scottish Union & National Co., Capuch- 
inas 93. 

State Ass. Co., Av. Uruguay 44. 

Sun Ins. Office, Av. Uruonay 44. 

Union Ass., Capuchinas 50. 

L’Union de Paris, Capuchinas 73. 

United States Fire Ins. Co., 1/a. Bolivar 
18. 

La Vercruzana, S. A., Capuchinas 50. 

war Auxiliary Ins. C., Av. Uruguay 
4 


Yorkshire Ins. Co., 1/a. Bolivar 18. 

Mannheim, Av. Uruguay 82. 

Eagle Star & British Dom., Av. Uru- 
guav 44. 

er Excess Ins. Co., Ltd., Av. Uruguay 


London & Provincial Marine, 1/a. Boli- 
var 18. 

St. Paul Fire & Marine, 1/a. Bolivar 18. 

Tokio Marine, Av. Uruguay 18. 

Western Australia Ins. Co., Av. Uru- 
guay 45 





COMBINATION FORM HAZARDS 





Twelve Risks Insured in Combination 
Policy of the America Fore Group 
and Fidelity & Casualty 

In answer to inquiries regarding the 
“Twelve-in-One” automobile policies of 
the America Fore Companies and the 
Fidelity & Casualty, Manager W. H. 
Griffith of the automobile department of 
the America Fore Group lists the twelve 
hazards which can be fully protected 
against by one of the combination poli- 
cies: ; 

1. Damage by fire, from any cause, 
and also lightning damage. 

2. Damage by transportation hazards, 
such as sinking, stranding, burning, col- 
lision or derailment of any conveyance 
transporting the automobile. 

3. Damage due to theft of car. or 
while in hands of thieves, or from pilfer- 
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United States Merchants & Shippers Insurance Co., New York 
i Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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age of equipment in territories where 
this can be insured against. 

4. Damage due to collision or upset 
of the automobile. 

5. Damage to the car caused by tor- 
nado, windstorm or cyclone. 

6. Damage to the car caused by ex 
plosion. 

7. Damage to the car caused by hail- 
storm. 

8. Damage to the éar caused by earth- 
quake. 

9. Personal injuries to pedestrians, oc- 
cupants of other cars,'or other third 
parties for which car owner is liable. 

10. Damage to property of others by 
the car, for which owner is responsible, 

11. Breaking of plate glass in car by 
carelessness, accident or other cause. 

12. Water damage to car by bursting 
pipes or mains or other leakage of water. 





NEW TEXAS AUTO RATES 





San Antonio Exchange Meets to Secure 
Interpretation of New Rules; Cole- 
man Good Presiding Officer 
San Antonio, November 1.—Insurance 
agents cannot maintain and operate local 
boards in Texas because of the anti- 
trust laws but they can and do have in- 

surance exchanges. 

Last week there was a meeting of the 
Insurance Exchange of San Antonio 
which consists of most of the recording 
agents of the city and has in its mem- 
bership both fire and casualty men. This 
meeting was called to discuss recent cir- 
culars sent out by the three insurance 
commissioners of Texas in reference to 
new automobile rates. 

The new rates became effective Oc- 
tober 25 and the regulations of the com- 
missioners have already been forwarded 
to the companies but not to the agents. 
So far as is known only one insurance 
company has informed the agents how 
to figure the rates according to the new 
rulings of the commissioners. That is 
a Galveston company. 

So President Frank M. Coleman of 
the local exchange ‘called the meeting of 
the exchange in order that there could 
be an agreement respecting interpreta- 
tions of the rulings. The agents dif- 
fered. Coleman let discussions have full 
play until there was an agreement about 
interpretations. Everybody left the 
room with a complete understanding of 
what the new rates would be. 

The correspondent of The Eastern 
Underwriter has attended many meetings 
of this kind but never before saw such 
an intelligent and satisfactory presiding 
officer. 





ITALIAN LINER LOSSES 


The sinking of the Italian liner “Prin- 
cipessa Mafalda” off the coast of Brazil 
will cause some large marine insurance 
losses in the London market, it is re- 
ported from Lloyd’s. The hull was in- 
sured in Italy upon a valuation of 7,000,- 
0CO lire, about $360,000, but the Italian 
companies reinsured in London, also 
placing coverage for considerable sums 
on the vessel’s general cargo. : 





FINANCE COMPANIES’ MEETING 

The National Association of Finance 
Companies will hold its annual conven- 
tion this year at Chicago at the Congress 
Hotel on November 14 and 15. It is ex- 
pected that the question of insuring 
automobiles purchased on the partial 
payment basis will come up for discus- 
sion. 





AUTO MEETING POSTPONED 

The annual meeting of the National 
Automobile Underwriters’ Conference, 
which was to have been held the last 
week in October, has been ‘postponed 
until around December 1. 





Empire . Underwriting Agency, Inc., 
New York City, insurance adjusters, has 
been chartered at Albany with stated 
capital of 100 shares non par value stock. 
William F. Barry, Daniel A. Dorsey, 
George D. Vail, Jr., New York, arc the 
incorporators. 
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CASUALTY And SURETY NEWS 








L. R. Swezey New Head 
Of Phoenix Indemnity 





BERESFORD NAMED CHAIRMAN 
Other Changes, Following W. G. Fal- 
coner’s Death Include Promotions 
of Chittenden and Robinson 





The awaited changes in the executive 
staff of the Phoenix Indemnity follow- 
ing the death of President W. G. Fal- 
coner came through this week. Four 
appointments were made by the direc- 
tors of the company which are that Per- 
cival Beresford, United States manager 
of the Phoenix Assurance, becomes 
chairman of the board; L. R. Swezey, 
vice-president, is promoted to be presi- 
dent; V. B. Chittenden, claims manager, 
is moved up to be vice-president, and 
J. R. Robinson, superintendent of agen- 
cies, also becomes vice-president. 

Mr. Beresford has a nation-wide repu- 
tation as an insurance executive. He 
has guided the affairs of the Phoenix As- 
surance in this country for the past 
seventeen years. He is also president of 
the Columbia, the Imperial and_ the 
United Firemen’s of Philadelphia. 

Swezey Has 18 Years’ Experience 

Mr. Swezey has been in the insurance 
business since 1909, starting with the 
Ocean Accident as a claim adjuster in 
various parts of the country which po- 
sition he held until 1914. He then en- 
tered the employ of the Hartford Acci- 
dent in charge of its Pacific Coast 
claims department. He remained with 
that company until February, 1925, and 
worked in the claims, underwriting and 
production departments, finally having 
charge of its metropolitan department 
at San Francisco. 

In February, 1925, he joined the Phoe- 
nix Indemnity at San Francisco, as its 
Pacific coast manager, and remained in 
that capacity until August 31, 1926, at 
which time he was made vice-president. 
Then on January 1, 1927, he was trans- 
ferred from San Francisco to the home 
office at New York, as vice-president 
where he has made such progress that 
he was picked to head the company 
upon Mr. Falconer’s death. He is a 
graduate of Beloit College, class of 
1905, studied law and was admitted to 
practice in several states. 

Careers of Chittenden and Robinson 

Mr. Chittenden entered the insurance 
business upon his return from France 
in January, 1919, with the Employers’ 
Mutual of New York, in their claims de- 
partment. In May of 1919 he was given 
charge of the branch office at Syracuse. 
New York; in November, 1920, returned 
to the home office of this companv in 
charge of the claims and underwritine 
departments. On Mov 1, 1922, he entered 
the employ of the Phoenix Indemnity in 
charge of their metropolitan claims de- 
partment. In February, 1926, he was 
made claims manager of that companv. 
He is a graduate of Harvard, cless of 
1915. a member of the Casualty & Srre- 
tv Club and of the Harvard Club of New 
York. 

Mr. Robinson was graduated from Le- 
land Stanford University in 1920 and im- 
mediately entered the insurance business 
with his father in a local agency in Cali- 
fornia. In 1922 he entered the employ of 


Deming Heads Important 
Surety Ass’n. Committee 


ON CONTRACT BOND PREMIUMS 








To Pledge Companies to Collect Addi- 
tional Premiums After Work Is Fin- 
ished and Contract Price Known 





Richard Deming, vice-president, Amer- 
ican Surety, is chairman of a committee 
appointed by the Surety Association of 
America to look into the matter of col- 
lection of premiums on contract bonds 
in cases where additional premiums are 
due the company. This subject was dis- 
cussed thoroughly at the recent annual 
meeting of the association and it was 
the feeling of a number of members that 
an additional department with a clerk in 
charge should be installed. The sole 
duty of this clerk would be to ascer- 
tain the final contract price of work se- 
cured by contract bonds and to collect 
additional premiums where they are 
found to be due. 

Unless such a procedure was followed 
it was felt that the surety companies 
would lose thousands of dollars annually. 
It was pointed out that in many cases 
agents have agreed not to collect these 
additional. premiums. which place compa- 
nies upon a basis of unequal competition. 

The job before Mr. Deming’s commit- 
tee will be to prepare a pledge to be 
signed by the executive or underwriter 
in the contract department of the vari- 
ous member companies which would re- 
quire the companies to collect these ad- 
ditional premiums. Sidney Hall, United 
States F. & G. and W. J. Lewis, De- 
troit Fidelity & Surety, are serving with 
Mr. Deming. 





WANT COMPENSATION FUND 

Residents of Massachusetts want a 
state department of workmen’s compen- 
sation, according to an iniative petition 
filed in preliminary form at the district 
attorney’s office in Boston. .Under the 
proposed bill a state fund would be set 
up for the protection of those engaged 
in extra-hazardous employments. 








the California Inspection & Rating Bu- 
reau and remained with that organiza- 
tion until October, 1924, at which time 
he took charge of the compensation and 
inspection departments at the Phoenix 
Indemnity’s San Francisco office. 

In 1925 he was placed in entire charge 
of the underwriting at the San Francisco 
office and in March, 1926, the supervi- 
sion of the agency work was added to 
his other duties. On January 1, 1927, 
he was transferred to the home office 
of the Phoenix Indemnity in New York, 
as superintendent of agencies, and for 
the past year has been thoroughly fa- 
miliarizing himself with the problems of 
egencies throughout the country. 

The directors feel that with men of 
the standing and experience cf these ex- 
ecutives there can be no doubt as to the 
future of the Phoenix Indemnity. And 
fur‘hermore, it is felt that the progress 
and which have hitherto been 
shown by the company since its estab- 
lishment in 1922 under the euidance of 
the late W. G. Falconer will be main- 
tained and increased under its new man- 
agement. 
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Casualty Actuaries 
To Convene On Nov. 18 


ALL STAR PROGRAM ARRANGED 
Invited Speakers Are Luther E. Mackall, 
Metropolitan Casualty, and E. B. 
McConnell, Maryland Casualty 





There is hardly an important casualty 
problem that is not to be discussed at 
the forthcoming annual meeting of the 
Casualty Actuarial Society on November 
18 at the Hotel Biltmore, New York. 
With President Sanford B. Perkins of 
the Travelers in the chair and Secretary- 
Treasurer Richard Fondiller of New 
York keeping things moving without a 
hitch, there is every expectation that this 
meeting will be a complete success. 

Here’s the line-up of topics which 
should go a long way towards attract- 
ing casualty actuaries to the meetings: 
(1) The present status of reserves on 
non-cancellable disability insurance. (2) 
The present outlook for accident and 
health insurance with particular refer- 
ence to the development of non-cancel- 
lable -business to the extension of dis- 
ability benefits. (3) Coverage for small 
risks in compensation insurance. (This 
subject should certainly entice Messrs. 


Beha, Stellwagen and Hobbs to the 
meeting. (4) The provision in finan- 


cial statements for the decline in the 
prevailing level of market values of se- 
curities. (5) Aircraft coverage. 

Two outside speakers are scheduled 
for the afternoon in accordance with the 
practice of the society. They are Luther 
FE. Mackall, vice-president, Metropolitan 
Casualty, who will talk on “Automobile 
Note Guarantees by Surety Companies,” 
and E. B. McConnell, resident vice-presi- 
dent, Maryland Casualty in charge of its 
New York surety business, whose sub- 
ject will be “Guaranteeing First Mort- 
gage Real Estate Loans by Surety Com- 
panies.” 

The most important business on the 
program will be the election of officers. 





“DRY”' CLERK WITH HARTFORD 


The latest addition to the insurance 
forces of Hartford, is Henry B. Fletcher, 
formerly chief clerk in the Hartford of- 
fice of the United States Prohibition En- 
forcement Bureau, who has left the “dry” 
forces to join the Hartford Accident and 
Indemnity. 
































pany | 
he wa 
Mr. R 
Aetna 
tained 
He wa 
fice as 
mer ti 
ing co 
\ 
The 
have | 
the bt 
educat 
ning t 
intelli; 
ganiza 
know 
the va 
reason 
treatis 
sary < 


New Forgery Discount 
Rates Made By Towner 


BECAME EFFECTIVE NOV. 1 





Puts an End to the Friction Betwea 
the Metropolitan Casualty and 
the National Surety 





Forgery bond .discount rates which 
have been the source of considerable 
friction between the Metropolitan Cas 
ualty and the National Surety are now 
on a basis satisfactory to both of these 
companies following the issuance of a 
new uniform schedule by the Towner 
Rating Bureau this week. This matter, 
it will be remembered, was put into the 


hands of a special forgery bond commit Bac’ 
é i a cha 

tee, headed by E. C. Lunt, vice-president, Biiings ; 
Great American Indemnity, which mate sprink 
its recommendations to the Surety Asso BM incura 
ciation of American at its recent annual ery | 
meeting. ’ devote 
The Towner Rating Bureau ha B@oufom 


adopted this committee’s suggestion that 
the maximum discount of 10% be allowed 
where a check writing machine is used 
and 5% where safety paper is used 
Each policy from now on will contai 
a warranty that such discounts are a: 
lowable only when machine or safety 
paper are used, it being distinctly under 
stood that this discount is based upot 
the alteration feature of the policy only. 

It is agreed that the following dis f 
counts are to be made effective on and Lif 
after November 1 as to all new business 
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and renewals of existing business at It A s 

natural expiration date. The Metro Bi@assict. 
politan Casualty is to adjust its exist By i: 
ing contracts and arrangements 4% k 
quickly as possible and in no event latet ork, 

than January 1, 1928. uesd 

Check Safety nivers 

Writer Paper ; 

Commercial form .... 5% 24% ork 

Depositors’ form...... 10% 5 % 0 

B’kers’ limited forgery 10% 5 % qu 

that 1 

ALL READY FOR EXPANSION Sur 
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The National Casualty is now ready 
embark upon a full-fledged casualty af 
surety business, following amendments! 
its certificate of authority by the Mic 
igan Insurance Department last week. ! 
has tendered a $200,000 deposit at the 
state treasurer’s office in order to co™ 
form with the Michigan law relating " 
companies writing fidelity and surety. 


— 
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New Casualty Book 
To Come Out In Jan. 


CROBAUGH - REDDING AUTHORS 
Both Connected with Aetna Life & 
Affiliated Companies; Volume Tr<ats 
All Forms of Coverage 





Clyde J. Crobaugh and Amos Redding, 
two bright young men in the Aetna Life 
& Affiliated Companies, have written a 
book on casualty insurance which will 
come out about the first of the year. 
The book embraces all kinds of casualty 
coverage and is to contain five hundred 
or more pages. It is being published by 

e Prentice Hall, Inc. New York. 

Mr. Crobaugh is director of education 

and also editor of the “Aetna-izer Sup- 


plements.” He has been with the com- 
pany since August, 1926, and before that 
t he was a teacher in Washington, D. C. 
| Mr. Redding’s first experience with the 
Aetna Life some five years ago was ob- 


i . 

net tained in its Kansas City branch office. 
He was then transferred to the home of- 

V. WB Gce as an agency assistant. In the sum- 


















mer time he conducts the casualty train- 
ing courses. 
What the Book Will Contain 

The authors of “Casualty Insurance” 
have long felt that the greatest need in 
the business at the present time is for 
education. The companies are begin- 
ning to require and to insist upon a more 


‘tween 
nd 


which 
erable 


| Cas. 





e nowMeintelligent and better trained field or- 
these [Eeganization. The public also should 
of afmextOw more about the value and uses of 
the various casualty coverages. For these 
Ownel Bereasons they believe that an up-to-date 
latter, BEtreatise bearing on the subject is neces- 
to the Mesary at this time. ? : 
_ Each form of coverage is being given 
: a chapter in the book, including such 
ident, MMlines as accident and health, plate glass, 
made sprinkler leakage, malpractice liability 
Asso Binsurance and check alteration and for- 
nl ecry bonds. Quite a lot of attention is 
has devoted to workmen’s compensation and 
4 automobile lines. 
n that An interesting feature of the volume 
_ is that about ten pages at the end of 
= each chapter are given over to sample 
use M@material from the various bureau man- 
ontall Hiuals, such as rates, policy forms, under- 
re ak Writing requirements and restrictions. 
safety 
inder- 


upot fi" MANY TRIBUTES FOR MORRILL 


only. —_-— 


, dis [His Associates in N. Y. Office of Aetna 
n and Life Surprise Him With Flowers 
siness On Tenth Anniversary 

at its A surprise awaited E. H. Morrill, fr. 
pa Assistant general manager of the Aetna 
<a Life & Affiliated Companies in New 
late’ ork, when he arrived at his office 


It was the tenth an- 
of his association with the New 
ia ork bi ‘nch and his associates had gone 
15 “MO quite some pains to let him kncw 
hat they had remembered the day. 
ON Surrounding his desk was a veritable 


uesday morning. 
Bot fee Versary 


dy ORMetray of flowers and in his mail were 

y and nls of congratulation from President 
. QD ° 

organ 1. Brainard and all other offi- 


Mich €rs of the Aetna Life Companies. From 
k. It IS associates Mr. Morrill received a 
t themmCOmpletc smoking outfit, including humi- 
cot or, cigars, cigar lighter, etc. Many 
ng Omeesents doing business with the branch 
af ‘ him personal best wishes and flow- 
ail ; 


It is interesting to recall that both 


=—— —_ . 
tr. Morrill and John S. Turn, vice- 
cA ad and general manager of the 
Panies in New York, were together 
<5 En 1900 % 


| v7 aS Manager and assistant man- 

Aker Tespectively of the Cleveland branch 

ce of the Travelers. Later. when Mr. 

—_ be had joined the Aetna Life and had 

oe its general manager for casualty 

mm in New York, Mr. Morrill joined 

i es with him again as his assistant 

-—- eral manager in charge of production 
and publicity, 








RELIANCE CASUALTY LUNCHEON 





Forty Agents In Attendance Hear Of 
Company’s Progress And Plans 
For Future Growth 
A luncheon to forty of its producers 
was given last week by the Reliance Cas- 
ualty of Newark at the Newark Athletic 
Club as a visible means of showing ap- 
preciation for the good work they have 
done since the company was started six- 
teen months ago. R. B. Taylor, vice- 
president and general manager, acted as 
the host, and in his remarks he thanked 
the agents for their co-operation and as- 
sured them of the company’s desire to 

show a progressive spirit at all times. 

Mr. Taylor said that the company’s 
attitude in service to its agents and pol- 
icyholders was not entirely free from 
selfishness. He realized that companies 
in this day of competition must be on 
its toes at all times. The experience 
rating plan used by the Reliance on auto- 
mobile business, providing a rate-reduc- 
ing schedule for careful drivers, in addi- 
tion to efficient underwriting and claim 
service, enables the agent to sell the 
nae and to enjoy a high renewal rec- 
ord. 


An interesting point in the meeting 
came when Byron Conklin, an agent of 
the company in Newark who has been 
elected to its board of directors. told why 
he consented to occupy this position. He 
had closely watched the company from 
its early stages and was fully convinced 
that it had a bright future ahead of it. 
He pointed out that his agency’s volume 
in automobile business was increasing 
through the medium of the Reliance’s 
special feature policy. Also his renewal 
record was almost 100% on this class of 
business. 


Every agent in attendance was pre-. 


sented with an Eversharp pencil bearing 
the company’s name. 





S. LEON BAILEY IN NEW POST 





Joins National Surety in Its Agency 
Dept. After Valuable Field and 
Home Office Training 
S. Leon Bailey, one of the younger 
casualty men in the business who has al- 
ready made worthwhile progress, joined 
the National Surety this week in its 
home office agency department. He will 
first be given a comprehensive training 


there and then will be transferred to one 
of the company’s branch offices. 

Mr. Bailey’s connection before joining 
the National Surety was with the United 
States Casualty in its home office auto- 
mobile department. Before that he trav- 
eled as a special agent out of Syracuse 
for the United States F. & G. His ini- 
tial step into the business was with the 
Travelers in 1922 where he took the 
agency training school course and then 
had a most valuable experience in nine 
of the Travelers’ branch offices. 





SEACOAST SURETY FORMING 

Another new surety company appeared 
en the insurance horizon this week. It 
is the Seaboard Surety which is being 
organized in New York to transact a 
general fidelity and surety business. In- 
terest was shown in the new company by 
surety executives due to the fact that 
E. D. Livingston, surety specialist in 
New York and one of the keenest men 
in the business, is listed as one of the 
incorporators. Floyd. R. Du Bois. and 
George S. Frank, of Frank & De Bois, 
United States managers for the York- 
shire, are also among the incorporators. 





_ For 70 years Holmes 
| has protected banks, 
| industrial companies 


and homes from the 


HOLMES 
f ELECTRIC PROTECTIVE 
COMPANY 


| crook. When you sug- 

gest Holmes you pro- 
tect both your clients 
and yourself. 
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Monopolistic State 
Funds Scored By Hobbs 


THEIR STRIKING DEFICIENCIES 





But in Wisconsin Day Talk He Cites the 
Competitive State Funds as Sound 
and Well Managed 
State insurance and state regulation 
were slashed right and left at the Wis- 
consin Insurance Day meeting last week 
in Milwaukee, first by William L. 
Mooney, vice-president, Aetna Life & 
Affiliated Companies and later at the 
banquet by Clarence W. Hobbs, special 
representative, National Convention of 
Insurance Commissioners, in the Na- 
tional Council on Compensation Insur- 

ance. 

Mr. Hobbs came to the meeting armed 
with an array of data which proved sub- 
stantially that the various experiments 
in state insurance have shown striking 
deficiencies in the most elementary and 
fundamental requisite of insurance, 
namely that it should be fully able at 
all times to meet its obligations. He 
said, however, that the condition of the 
competitive state funds was not ques- 
tioned in any way since a number of 
them were not only sound but well man- 
aged. 





Shortcomings of State Insurance 


Mr. Hobbs believes that the state has 
neglected to use ordinary actuarial skill, 
has neglected fundamental underwriting 
precautions and has made its rates reck- 
lessly and without regard to adequacy. 
It has tolerated deficiencies in reserves, 
neglected to spread losses by reinsur- 
ance, has failed to guard against catas- 
trophes. It has moreover assumed no 
responsibility for the result. Loss set- 
tlements have been delayed. pro-rated or 
indefinitely postponed. “This is to be 
sure not universal,” he added, “but nu- 
merous enough to warrant a profound 
distrust of state operations. in a field 
where more than in any other, a con- 
stant and continuous solvency, and 
prompt and punctual loss settlements are 
of the essence, and strictly required of 
all private insurers.” 

The speaker then showed up spccific 
weak points in the service rendered by 
monopolistic state funds. Taking agency 
service, he intimated that they placed 
little value on the importance of the 
agent. Why should they? The _ busi- 
ness comes to them of necessity; why 
should they go out for it? They lose 
nothing by making all customers come 
to them or do business by the long dis- 
tance correspondence method; why 
should thev labor to make it easier for 
them? “Hence, while a monopolistic 
state fund spends nothing for acquisi- 
tion.” declared Mr. Hobbs, “its policy- 
holders lose thereby a service of genuine 
value. The competitive state funds, to 
hold their place in the sun, must per- 
force imitate their competitors, and their 
expense shows some tendency to ap- 
proximate that of the mutual carriers.” 

Slow Claim Settlements 

Referring to the settlement of claims, 
he showed how slowly the state as an 
insurer moved. This is ‘because the limi- 
tations which affect the state in employ- 
ing assistance prevent the building up of 
organizations which function with more 
than average efficiency. The result has 
been in case of some state funds a most 
reprehensible delay in loss adjustments 
and settlements. 

As to loss prevention and safety en- 
gineering service, both of which are vital 
to an assured, Mr. Hobbs said that until 
lately the monopolistic compensation 
funds had omitted this service in its en- 
tirety. He was at a loss to know why 
the states should be so conspicuously 
lacking in this respect. Perhaps the mere 
matter of economic loss, or considera- 
tions of a humanitarian nature faded 
into the background beside the desira- 
bility of keeping the rates down. Then 


again, he thought the legislature lacked 
time to take it up. 
Considering the matter of convenience, 


he felt that state insurance had not been 
at all quick to adopt the refinements of 
rating methods undertaken by private 
carriers. When policy coverage 1s con- 
sidered, the state cannot cover risks in 
niore than one state; it cannot write 
policies covering more than the single 
hazard. This imposes a distinct limita- 
tion on its convenience, for cases are 
not infrequent where an insured needs 
a policy of one sort or another for his 
complete protection. 


Low Cost Which Means Little 


The question of cost came next in 
Mr. Hobbs’ criticism of state insurance 
and he emphasized that while it was 
sometimes lower than that of private 
carriers that (1) in some cases it was 
achieved in part by the state bearing a 
part of the expense; (2) in some cases 
it was achieved in part by exemption 
from taxation, and (3) in part it was ar- 
rived at by reducing or omitting serv- 
ices commonly rendered by companies. 

Continuing Mr. Hobbs said: “Now all 
this does not imply that under no cir- 
cumstances is the state justified in en- 
tering the insurance field. Arguably, at 
least, the state has some justification 
in insuring its own property or interests, 
cr in caring for its own employes. Argu- 
ably there might exist such an emer- 
gency, or such a default of private in- 
surance facilities that a broader exten- 
sion of the state’s insurance activities 
might be justified. That is not the ques- 
tion raised, which is, whether insurance 
is a service to which the state 1s pe- 
culiarly adapted. 


A Lack of Co-ordination 


“To this the answer is, no. The points 
listed above should indicate that the state 
in insurance has made no very com- 
mendable record; and one might go fur- 
ther and say that the likelihood that 
the state will achieve marked success in 
any field of business endeavor is of the 
slightest. The constant shifting and 
changing in its chief executive and de- 
partmental heads, the restrictions in the 
employment and compensation of em- 
ployes are all terrible handicaps to the 
building up of an efficient and smooth 
running organization. 

“Greater handicaps occur through the 
fact that the legislature acts as board 
of directors to all state enterprises. 
Budgets and appropriations are made 
often with scant knowledge of depart- 
mental needs, and with slight considera- 
tion for meeting more than the needs of 
the day. An orderly and progressive 
program of expenditure for several years 
in advance is difficult to secure. Ques- 
tions of personnel, of salaries, are either 
shoved aside, or passed on with entire 
disregard of the opinion of the depart- 
ment head. Questions of equipment, of 
supplies, of quarters and facilities are 
disposed of in hasty, off-hand fashion. 

“State purchasing systems are conspic- 
uous for their shortcomings; and great 
waste occurs here and also in the amount 
of time the department head has to 
spend in conference with the various 
component parts of the clumsy and cum- 
bersome governmental machine. State 
service is by and large neither efficient 
nor economical and will never be so un- 
less the state is content to undergo a 
radical and revolutionary remodeling.” 





JOINS WEHINGER SERVICE 


Karl M. Wehinger, insurance employ- 
ment consultant in New York, has made 
known the addition of a tenth member 
to his staff in the person of J. Ernest 
Shaw, Jr., who was formerly with the 
National Surety as personnel director. 

Mr. Shaw resigned from the National 
Surety to accept an executive position 
with the Boy Scouts of America and was 
later affiliated with the National Asso- 
ciation of Credit Men. He was also ex- 
ecutive secretary of the White Plains 
Community Chest. 

It is felt that Mr. Shaw’s well 
grounded knowledge of employment 
problems should make him a valuable 
addition to the Wehinger Service staff. 


$50,000 A YEAR MORE 


Retail Credit Co. Will Go Further Into 
Investigation of Reports Developing 
Unfavorable Data 
At a recent meeting of the conven- 
tion of the supervisors 6f the Retail 
Credit Co., held in Chicago, that com- 
pany committed itself to a plan of pro- 
cedure with reference to reports that de- 
velop unfavorable information looking to 
accuracy and fulness of detail that will 
involve a considerable added operating 
expense item for the Retail Credit Co. 

of possibly as much as $50,000 a year. 





CHANGED TO STOCK COMPANY 
The Physician Indemnity of St. Louis, 
which since 1923 has been operating on 
the assessment plan of furnishing health 
and oes ee will be converted 
into a stock insurance compan ith 
$200,000 capital and a like no ss 

The Missouri Insurance Department 
has given authority to the company to 
make the change and sell stock. The 
stock will have a par value of $25 per 
share and will be sold for $50. 

When the reorganization is complete 
the company will write all forms of life 


contracts as well as health and accident 
coverages. 





— 


REVIEW REFUSED GLOBE 

The Globe Indemnity was refused a 
review by the Supreme Court of the 
United States in its ‘fight to prevent the 
County of Scotts Bluff, Neb., from col- 
lecting the full amount of its $5000 bond 
given to guarantee deposits of the coun- 
ty in the First National ‘Bank of Ger- 
ing, Neb. 

The company contended that the coun: 
ty deposits exceeded the maximum fixed 
by law, and that it should be held lia- 
ble only for its proportion of the illegal 
amount, and other surety companies also 
having given bond. 
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‘‘We are Hard 
People to Sell’’ 

















with us. 








The general agent who said this 
now represents our company. 


We agree, it took a long while 
and lots of persuasion to sell him. 


_Like those of most of our agents, 
his is a well established concern of 
long experience. 


Also like most of our agents, he 
was perfectly happy in his previous 
cennection, but could not resist the 
advantages offered by a contract 


Agents Call It Their Company 


Great American 
Indemnity Company 
New Park 
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Steps Taken To End 
Rebating Evil In Iowa 


AGENT’S CERTIFICATE ADOPTED 





Surety Ass’n. Companies Unite in For- 
bidding Contractors in that State 
to Represent Them 





There is every indication right now 
that the rebating evil in contract bonds 
which has existed particularly in Iowa 
and Minnesota will be curbed success- 
fully by the Surety Association of 
America. The first effective step taken 


‘has been the requirement in Iowa that 


an agent’s certificate must be attached 
to all contract bonds executed in that 
state. If it is found that the general 
agent or branch manager does not at- 
tach these certificates to the bonds, his 
commission will be decreased to 10%. 

The next action taken was in the form 
of a resolution passed without a dis- 
senting vote at the recent annual meet- 
ing of the association ‘to the effect that 
no member company shall hereafter ap- 
point as its agents any person, firm or 
corporation engaged in the contracting 
business in Iowa. Likewise, no employe 
of a contractor shall be appointed an 
agent. 


To Cancel All Such Contracts Dec. 1 


The companies have agreed that any 
agency contracts they may have of this 
nature shall be cancelled before Decem- 
ber 1. Furthermore, it was decided that 
no member company of the association 
was to pay directly or indirectly any 
commission on any surety bond, other 
than to a regularly and duly constituted 
agent. The only exception ‘to this was in 
the reinsurance commission to another 
member company. In the same manner 
they have agreed not to pay a broker- 
age to any person, firm or corporation 
engaged in the contracting business, in- 
cluding employes of such concerns. 

It is not believed that there will be 
any grumbling over this resolution be- 
cause it is well known that rebating on 
contract bonds has been the cause of 
serious disturbance in Towa where a big 
highway building program is now in op- 
eration. Roscoe R. Gilkey, secretary of 
the association, went into the ring with 
the Iowa agents on this matter when he 
was a speaker at the annual meeting of 
the Iowa Association of Insurance 
Agents. Mr. Gilkey told one executive 
afterwards that the agents were very 
outspoken in an animated debate which 
followed his talk. “And so was I,” he 
added, “in fact, we treated each other 
a bit roughly but nevertheless, in a gen- 


tleman!y fashion.” 
Mr. Gilkey was told by the Towa 
agents that rebating on contract bonds 


in that state was an everyday occurrence 


and that the companies knew all about 
it but were doing nothing to eliminate 
it. That was news to him because he had 
been sent out there by the companies 
to remedy matters. He found that those 
agents who were the rebaters made no 
bones about it. They openly accused the 
companics, however, of rebating through 
the melium of the appointment of con- 
tractors and their employes as commis- 
sion accents, 


Similar Conditions in Minnesota 
In Minnesota where numerous cases of 


cut raics on contract bonds have been 
Teporte, the association has decided to 
ave \ir. Gilkey install the same plan 
that he did in St. Louis. He is ex- 


pected to visit the state some time this 
month and carry out these plans with 
the full backing of the association. 





GIRL WINS ESSAY CONTEST 
_Miss Ina B. Hogg, employed by the 
_—" Jersey Compensation & Inspection 
Pureau, whose headquarters are located 
in Newark, was awarded the first prize 
of $100 in the second essay contest which 
C being conducted by the Community 
hest in Newark. The third prize of $25 
oy won by Charles E. Hay, employed 
y The Prudential. 
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OAK TREE AT CONVENTION 





Symbol of Union Indemnity Shown in 

Attractive Setting at New Orleans ~ 

Meeting of Agents 

One of the most interesting features 
of the convention of the National Asso- 
ciation of Insurance Agents at New Or- 
leans was the Oak Tree in the rotunda 
of the Roosevelt Hotel lobby, represent- 
ing the Union Indemnity and symbolic 
of its sturdiness. 

The exhibit of the real Live Oak was 
most unusual and interesting. The 
scene was representative of a courtyard 
in the “Old Quarter,” with the quaint, 
old street lights of New Orleans, bring- 
ing back memories of romance, and add- 
ing subtle charm to the general aspect. 
The tree stood in the midst of an abun- 
dance of climbing foliage upon the walls, 
set off by dim frosted orange lights, and 
the spacious ground was @vered with 
the Live Oak’s falling leaves which made 
the picture more realistic. Ferns, palm 
trees, pine trees, rubber plants, colored 
flcwers, and evergreens of every sort, 
gracefully banked, surrounded the mas- 
ter oak which was adorned with Span- 
ish moss hanoing throughout its wide- 
spread branches. 

An old colored creole praline mammy, 
significant of the old “French Quarter,” 
took a place under the Oak Tree, giving 
the welcomed visitors pralines with com- 
pliments of the Union Indemnity. 

Benches and chairs of rustic oak, 
placed around the tree, and under the 





old street lights, completed the land- 
scape and from above was illuminated 
with vari-colored lights, perfectly fea- 
turing the Union Indemnity slogan, 
“Sturdy as the Oak.” 





AN EVIL TO BE COMBATED 





Surety Association Getting After Agents 
Who Execute Bonds in Excess 
of Their Authority 

A matter which is causing surety com- 
panies some concern is the execution of 
bonds by agents in excess of their au- 
thority. It is reported that this evil has 
caused some carriers numerous small 
losses and others heavy losses. 

This problem has been brought to the 
attention of the Surety Association of 
America for solution and a committee, 
consisting of the National Surety, Fi- 
delity & Deposit and Maryland Casualty, 
has been appointed to work out a plan 
which will lessen the evil and the losses 
which are occasioned by it. 





NEW ACCIDENT CIRCULAR 
The Great American Indemnity has a 
new accident circular out, called “ther’ 
ain’t no such animal,” which is featur- 
ing the company’s income protection 
policy. 





FRIZZELL TO BE CHAIRMAN 

C. F. Frizzell, vice-president and gen- 
eral manager of the Indemnity Co. of 
North America, has been elected chair- 
man of the next meeting of the Surety 
Association of America. 
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B. W. Douglas Takes 
Over Dreher Agency 


WILL DO GENERAL BUSINESS 
One of Newark’s Old Firms Passes Into 
New Hands; Scope of Office 
To Be Enlarged 





The Ray C. Dreher Co., an automo- 
bile insurance agency, which has been 
operated by T. H. Dunham for a num- 


ber of years and which is one of the 
oldest agencies in Newark has passed 
into the hands of B. W. Douglas who 
has been engaged in the insurance busi- 
ness for more than sixteen years. 

The new interests will enlarge the 
scope of the agency and will do a gen- 
eral insurance business, including fire, 
life, casualty, surety bond and automo- 
bile. The agency will represent the Fire- 
men’s of Newark, Stuyvesant, National 
Union of Pittsburgh and the Mutual 
Benefit Life. A casualty company will 
be added to the agency within the next 
month. — 

B. W. Douglas first entered the insur- 
ance business sixteen years ago in the 
New York office of the American Surety, 
where for six years he had charge of 
the fidelity and public office underwrit- 
ing. 

He was then transferred to the New- 
ark office of the company where he acted 
as special agent. He remained with the 
Newark office for three years when he 
resigned and entered the brokerage busi- 
tee on ordinances recently it was re- 
the office of the agency. 

Mr. Douglas has had a wide and va- 
ried career in the insurance business in 
New Jersey and is well qualified to han- 
dle the combined interests of the agency 
which he has just taken over. He is a 
member of a number of insurance and 
fraternal organizations of the state. 





LIABILITY COVER FOR SIGNS 





Richmond Insurance Men Urging City to 
Protect Signs in Buildings in This 
Way Rather Than Bonds 

The city council of Richmond, Va., is 
considering the passage of an ordinance 
requiring public liability insurance on 
signs erected on buildings within the city 
instead of bonds as now required. When 
the matter came up before the commit- 
tee on ordinances recently it was re- 
ferred to a subcommittee of three for 
investigation and report. 

Insurance men are advocating passage 
of the ordinance pointing out that the 
proposed new form of coverage, in addi- 
tion to protecting the city, would afford 
protection to the owner or lessee of the 
building upon which the sign is erected, 
whereas a bond only protects the city. 

Under the existing ordinance, bond up 
to $5,000 is required for each sign. It 
is claimed that liability insurance in 
higher amount covering any number of 
signs on a building could be obtained for 
less than what the bonds now cost. 





COUNTY TREASURER FIRED 





Didn’t Furnish New Bond of $60,000 Fol- 
lowing Discovery of $43,000 Shortage 
In His Accounts 

For failure to furnish a new surety 
bond of $60,000 following discovery of 
an alleged shortage of $43,000 in his ac- 
counts, Arthur L. Warthen, treasurer of 
Warren County, Va., has been removed 
from office by Judge Philip Williams, of 
the circuit court of that county. 

Warthen was previously bonded in the 
Aetna Casualty & Surety. This com- 
pany was permitted to get off the bond 
following discovery of the alleged short- 
age. Public officials in Virginia are re- 
quired by-law to furnish corporate sure- 
ty. The removal order entered by Judge 
Williams stated that Warthen was guilty 
of “breach of duty” in failing to give a 
new bond. 
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7 [ ‘HERE are no laws requiring a man to carry life, fire Ney 
or accident and health insurance. Neither are there 
any ordinances which compel firms or individuals to = 
purchase insurance protection against rain, hail storms, of 
floods, boiler explosions, windstorms and other similar cret 
catastrophes. The demand for all of these forms of a 
insurance has to be created. — 
age! 
. ° . . . a ce 
The situation is different in the surety business. Many - 
of the bonds written by surety companies are required se 
by law. For example, contractors on all government gy 
work and on most state and municipal projects are re- ni 
quired to furnish satisfactory surety bonds. Bonds are all t 
also required from all government appointees. ? 
tor 
Most public officials such as treasurers (state, county Cost 
and municipal) tax collectors, ete., are required to file ihe 
bonds. The courts of most states require the administra- pe 
tor, executor, or trustee of an estate to file a suitable ices 
bond. Bonds are also required in many legal proceed- se 
ings such as attachment, garnishment, replevin, etc. sin 
whic 
Jo 
‘This brief outline indicates only a few of the numerous Liab 


income-increasing opportunities open for the repre- P 
sentatives of a strong and widely-known surety com- 
pany, such as the F & D—a “friendly” company which 
cooperates with its agents in every possible way. 


FIDELITY ann DEPOSIT 
‘COMPANY 


of (Maryland 
BALTIMORE 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


“Specialization Means Service” 


% PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to 
SAREE SAA RAAT EDR ea SE have full information regarding an agency a ed 


connection with your Company. 
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Sentiment of Brokers 
Is For Written Exams. 


DISCUSS SUBJECT WITH BEHA 





Committee Formed to Work Out Plan 
Requiring All Applicants to Pass 
Stringent Qualifications 





The first concerted action to require 
all applicants for a broker’s license in 
New York State to pass a written ex- 
amination before they can do business 
was taken at a conference last week with 
Superintendent of Insurance James A. 
Beha when he suggested the appointment 
of a committee of seven from the vari- 
ous organizations present to draft con- 
crete suggestions on the written exam- 
ination plan. 

Judging by the attitude of those who 
were present from all four brokers’ as- 
sociations in New York City and one 
agency association, it may be said with 
a certainty that a movement is well on 
its way to clean house and establish a 
higher standard before licenses are is- 
sued to brokers and agents. The meet- 
ing with Mr. Beha was considered high- 
ly satisfactory by supporters of this 
movement who say that everyone pres- 
ent showed a keen desire to weed out 
all the deadwood in the business. 


Stoddard on Existing Evils 


Colonel Francis R. Stoddard, arbitra- 
tor for the Greater New York Commit- 
tee on Fidelity & Surety Acquisition 
Costs, who arranged for the conference, 
strongly brought out the position of the 
brokers in the matter. He pointed out 
that under the acquisition cost rules the 
operations of high grade brokerage of- 
fices which have built up good service 
organizations find it more difficult to op- 
erate at a profit. “A large number of 
brokers,” he declared, “are seeking li- 
censes purely for sharing commissions 
which in effect amount to rebates.” 

John A. Eckert, of the Fire, Marine & 
Liability Brokers’ Association, followed 


Colonel Stoddart and he also favored 
written examinations, saying that a 
great many new brokers are coming into 
the business who are unfit to belong 
there. He added that this state of af- 
fairs is getting to be serious and that 
it could not be solved by raising the 
broker’s license fee to $25, which plan 
had been offered as an aiternative sug- 
gestion. His thought was that if the 
brokers were to be held the agents of 
the companies for the collection of pre- 
miums, they should be required to fur- 
nish surety bonds. 


Harmon V. Swart, a surety broker, 
said that under the present system any 
man of average intelligence and a ten 
dollar bill could secure a license. To 
him this meant that men who are other- 
wise not interested in insurance, and 
know little or nothing about it, can take 
out a broker’s license and do a certain 
amount of insurance and contract bond- 
ing as a side issue. Mr. Swart pointed 
out that steps had been taken in other 
states to eliminate this unhealthy condi- 
tion, of which the new ruling in Penn- 
sylvania made by Colonel Taggart was 
an example. Iowa and Illinois have also 
adopted stringent measures, he said. 
Urges Periodic Exams. for All Brokers 


In his opinion the only justification 
for an agent’s or broker’s existence was 
to bring the underwriters and the public 
together on a sound basis of understand- 
ing. To merely sell insurance and place 
bonds for commission should not be the 
beginning and end of an insurance brol- 
er’s work. He emphasized that: “The 
broker should render a more vital service 
to both the underwriters and the public. 
He must know his client’s business as in- 
timately as a lawyer and must be able 
to judge of the client’s ability to buy 
insurance, and the kind of insurance that 
is best for him. He must also be able 
to advise the underwriter as to the risk 
he is taking in issuing insurance to a 
client. No broker can do this if he is 
not up-to-date in his work.” 

Mr. Swart went on to say fhat the 


movement toward written examinations 
should be received with rejoicing by 
every broker in the country who had 
the interest of the public and his own 
profession at heart. “These real brok- 
ers should not fear an examination at 
any time,” he declared. For his part, 
he thought it would be a good thing if 
all brokers were required to pass an ex- 
amination periodically. 

Further speakers in favor of written 
examinations were Mortimer Weinberg, 
of the Brooklyn Insurance Brokers’ As- 
sociation; F. V. Bruns, of the New York 
State Agents Association, and S. S. 
Wolfson, of the Brownsville Brokers’ 
Association. Mr. Weinberg said that 
those brokers who regarded the business 
as a profession were in a great minority. 
He urged written examinations for all 
applicants, new and renewal. Mr. Wolf- 
son suggested a “character committee” 
to pass on all applicants but Mr. Beha 
did not approve of such a plan. Mr. 
Bruns spoke on the agent’s point of 
view and endorsed written examinations 
for agents as well as brokers. 


HOOPER-HOLMES IN CANADA 

The Hooper-Holmes Bureau opened 
at Montreal on October 17 its first Cana- 
dian office with Wyatt E. Carter as man- 
ager. For the past three years Mr. Car- 
ter has acted for the bureau as its 
Montreal representative. 

Charles A. Elliot, who has represented 
the bureau at Albany, New York, has 
been appointed supervisor in charge of 
field operations and will have his head- 
quarters at Montreal. The new office 
will handle inspection work throughout 
the Province of Quebec. Later the serv- 
ice of the bureau will be extended to 
other parts of the Dominion. 


PRAISE FOR R. R. GILKEY 
Roscoe R. Gilkey, whose good work in 
combating the rebate evil on contract 
bonds in Iowa won the commendation 
of the members of the Surety Associa- 
tion of America, has been re-elected sec- 

retary-treasurer of this association. 








LONDON’S STOLEN STAMP EVIL 





Thieves Raid Labor Exchanges There 
of Over 11,000 Stamped State Un- 
employment Insurance Cards 


London labor exchanges are having 
their troubles with state insurance stamp 
thieves who have made away with more 
than 11,000 stamped state unemployment 
insurance cards in the past two months. 
A case came up before the London Ses- 
sions recently involving Mark Cohen, a 
tailor, who knowingly had in his pos- 
session seventy-eight unemployment in- 
surance stamps which had been fraudu- 
lently removed from some other materi- 
al. Mr. Cohen’s appeal against a sen- 
tence of two months’ imprisonment was 
dismissed. 

The feelnig is that there is big traffic 
in these stolen stamps. The cvils are 
twofold. The revenue is defrauded, and 
the insured persons whose books are im- 
pressed with fraudulent stamps are not 
entitled to any benefit in connection 
with contributions they have paid. 





TUBERCULOSIS INSURANCE 


Compulsory insurance against tubercu- 
losis, covering nearly all manual labor 
and its employers throughout Italy, was 
adopted recently by the Council of Min- 
isters. 

Under the provisions of the measure, 
which will affect 20,000,000 persons, each 
person will contribute a fixed sum twice 
monthly, and the employer must con- 
tribute an equal amount for each man. 
This fund is expected to build and equip 
hospitals to care constantly for 18,000 
patients and also to support a man’s 
family when he is in the hospital. The 
insurance covers children under 15, al- 
though they will not be required to con- 
tribute until they reach that age. 





H. Coleman Rice, Virginia state agent 
for the Phoenix of London, is back in 
the field following a pleasant vacation 
in Florida. He was accompanied by 
Mrs. Rice on the trip. 




















Wm. B. Joyce, Chairman 


What to Sell 
Why It’s Necessary 
When to Sell It 
Where to Sell It 
Who Should Have It 


How to Sell More 
Bonds 








[Cetz Gor’s KITCHEN WHERE GOOD 
SELLING PLANS ARE COOKED UD. 





SS WHEN: A 
Vera 
wef 
— Bear denn 
AA 












These are all features of the NEW National Surety Company plan of co-operation with its men in the field. 
Many agents have written us that our tangible selling plans have helped them to increase their income ma- 
terially. We have openings for a few more good men. Possibly the territory you want may be open. 


Address: 
E. M. ALLEN, Vice-President 


NATIONAL SURETY COMPANY 


1155 BROADWAY, NEW YORK 


E. A. St. John, Preside-t 
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Mooney RapsCompulsory 
Automobile Insurance 


CALLS IT A DISTINCT MENACE 





Aetna Life Vice-President in Wisconsin 
Day Talk Also Predicts Standard- 
ization in Casualty Lines 

William L. Mooney, vice-president, 
Aetna Life & Affiliated Companies, hit 
from the shoulder last week at the Wis- 
consin Insurance Day meeting when he 
discussed compulsory automobile insur- 
ance. He emphatically labeled it as 
one of the most serious problems con- 
fronting the business. In his opinion it 
will have to be combated year after year 





before it is downtrodden forever in the 
dust. 
At the outset of his talk which was 


on “Current Problems and Tendencies in 
Casualty Insurance,” he amazed his au- 
dience by saying that the volume of cas- 
ualty premiums had increased 375% in 


the past decade as compared with a 
208% increase for life insurance and a 
101% increase for fire, marine and al- 


lied lines. Mr. Mooney added that while 
this increase in casualty premium volume 
had been remarkable, and while a great 
many new companies had engaged in the 
business, the opportunities in the field 
were unlimited. “Casualty insurance,” he 
declared, “is certainly one enterprise 
which is a long way from the ‘satura- 
tion’ point.” 


A Great Undeveloped Field 


As evidence that the business has by 
no means attained its full growth, the 
speaker referred to the following facts 
concerning the various lines: Not more 
than 35% of the automobiles in use in 
the United States are insured for public 
liability and property damage insurance. 
Not more than 8% of the total loss to 
the wealth of this country through dis- 
ability is covered by accident and health 
insurance; 85% of the plate glass in the 
average community is uninsured. 

In the majority of agencies, burglary, 
robbery and theft insurance is a line 
practically undeveloped because of the 
failure to carry on a systematic cam- 
paign. What is true of the burglary lines 
is also true of the miscellaneous public 
liability and other coverages. Not more 
than 3% of the risks in this field are 
protected by liability insurance. 

Getting into the main theme of his 
address, Mr. Mooney spoke first about 
the increasing tendency towards stand- 
ardization in the casualty business. “In 
its very rapid development,’ he said, “it 
was quite natural that there should be 
a great variation and a lack of uniform- 
ity in many practices related to the busi- 
ness. It is to be noted, however, that a 
careful survey of such matters as under- 
writing practices, premium rates, policy 
coverages, claim settlements and acquisi- 
tion and field supervision costs, reveals 
a distinct tendency along the line of 
greater uniformity and a definite step 
in the direction of more standardized 
practice. 

He said that it was also apparent that 
the trend of insurance department re- 
quirements was toward more exacting 
standards from applicants for agents’ li- 
censes. Likewise, the insurance commis- 
sioners in their annual convention at Cin- 
cinnati in September gave considerable 
attention to standardization and uniform- 
ity in connection with the application for 
and issuance of agents’ licenses by all 
state insurance departments, appointing 
a committee to go into this problem. 
Mr. Mooney was sure that much red 
tape could be eliminated without lower- 
ing the standard of qualification. 

Loss Prevention Activities 


In summarizing the current tendency 
of the companies to engage in preven- 
tion of loss activities, Mr. Mooney. said: 
“First, the companies have thousands of 
inspectors and safety engineers engaged 
in the work of accident prevention, and 
millions of dollars are spent annually for 
this service. In 1926, for example, 35 
“companies spent approximately $10,000,- 


000 for inspection and accident preven- 
tion activities. Second, a continuous 
stream of safety educational literature is 
being sent out to policyholders by the 
companies in an effort to acquaint auto- 
mobile owners with the best methods of 
preventing automobile accidents. 


“Third, beginning with compensation 
insurance, the idea of prevention of loss 
is being gradually extended so as to in- 
clude practically all forms of casualty 
insurance. Fourth, the policyholder re- 
ceives certain very decided benefits from 
the ‘prevention of loss’ services of the 
casualty insurance companies, such as 
improved conditions of production, de- 
creased labor turn-over costs, and avoid- 
ance of increased overhead costs.” 


A Serious, Unsolved Problem 


It was at this point of his talk that 
Mr. Mooney laced into compulsory auto- 
mobile insurance with a vengeance. He 
referred to the fact that in twenty-nine 
states last year seventy-five bills were 
introduced providing for some form of 
financial responsibility for automobile 
accidents, fifty-nine of which embodied 
more or less the principal of compulsory 
liability insurance. Then he said: “Al- 
though not one bill of the type of the 
Massachusetts law was enacted during 
this vear in any of the states, the situa- 
tion in a number of the states has been 
extremely critical, and the seriousness of 
the whole problem cannot be under-esti- 
mated. 

“Undoubtedly, the results of this year,” 
he said, “affords only a breathing-spell, 
sq to speak. The attempts to enact com- 
pulsory automobile insurance laws pre- 
sents, I believe, one of the most serious 
situations for the casualty insurance 
business throughout the country today; 
and like monopolistic state workmen’s 
compensation funds, it will have to be 
fought anew next year and subsequent 
years. The enactment of such laws will 
cause a disturbance of the business, and, 
I fear, will automatically bring about the 
easy entry of the state into this line of 
insurance—either competitively, or more 
possibly, monopolistically.” 

State Should Keep Out of Insurance 


Mr. Mooney concluded his talk with 


some pertinent remarks on state insur- 
ance which are as follows: 

“We know that there is no reason why 
the state should engage in the insurance 
business any more than it should engage 
in the grocery business, the manufacture 
of cotton goods, or the production of 
automobiles. The chief objective of 
present legislative tendencies in compen- 
sation and automobile insurance is to at- 
tempt to put the state in the insurance 
business. We know that the record of 
state insurance is not an inspiring one. 
We know, for example, that state work- 
men’s compensation funds pay little re- 
gard to the proper distribution of risks, 
the collection of adequate premiums, the 
reinsurance of excess lines, and the cre- 
ation of reserves for unusual losses. 

“The loss prevention activities which 
is one of the tendencies in the present 
day casualty insurance business and the 
other collateral services now being ren- 
dered by casualty insurance companies 
have been neglected or materially limited 
in all state funds. We know that com- 
pulsory automobile insurance will not 
prevent automobile accidents, but that it 
provides a fund, the greater part of 
which is contributed by persons who have 
no accidents and who avoid accidents 
through their own skill and care, but 
who are required to pay for: the damages 
done by the incapable and careless ones.” 





$1,750,000 FOR INDUSTRIAL CLAIMS 

Figures compiled by the Virginia in- 
custrial commission show that money 
paid out by insurers in claims plus med- 
ical costs in compensation cases during 
the year ending September 30 aggregat- 
ed $1,555,677. Medical costs laid to the 
door of non-compensable cases bring the 
grand total to $1,750,000. In addition, it 
is estimated that Virginia industrial 
plants lost $7,000,000 incidentally as a re- 
sult of the service and labor of which 
they were deprived because of accidents 
and deaths among their employes. 





ILLINOIS AGENTS’ MEETING 

The Hlinois Association of Insurance 
Agents meeting will be held at Joliet on 
Tuesday, November 22. All insurance 
men, whether members of ‘the associa- 
tion or not, are invited to attend. 








C. A. Craig, President 





W. R. Wills, Vice-Pres. 


The National Life and Accident Insurance Company 


NASHVILLE, 


Industrial Life, Ordinary Life, Health and 
Accident Insurance 


W. S. Bearden, Sec. & Treas. 


TENNESSEE 




















$2,500,000.00 


FIDELITY and SURETY BONDS 
Automobile, 


Executive Offices: 
Union Indemnity Bldg. 
New Orleans 


UNION INDEMNITY 
COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 
Workmen’s Compensation Insurance 


Eastern Department: 
100 Maiden Lane 
New York 








W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $2,500,000. 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Liability 
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Automobile 

Property Damage 
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Compensation 
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| American 
Surety 


Company 
of New York 


100 Broadway 


Fidelity and 
Surety Bonds 





Burglary Insurance 
Plate Glass Insurance 


Check Forgery and 
Alteration Insurance 

















AUSTRIA’S SOCIAL INSURANCE 
Compulsory For ~All Workers Except 
Farmers and Foresters, Also 
Covers Dependents 

Austria’s new social-insurance law—a 
law regarding sickness, accident and in- 
validity insurance—makes insurance con- 


pulsory for all manual workers and ap- 
prentices, except those employed in ag- 
riculture and forestry. 

In the law of 1888, which this super- 
sedes, and all previous laws, only those 
whose wages were below a certain 
amount were insured, and benefits were 
less generous. A law of 1920, however, 
requires all clerical workers to be in- 
sured. 

Under the law of 1927 sick benefits are 
paid not only to insured persons, but also 
to the noninsured wives of insured men 
and their dependent children, whether 
legitimate or illegitimate. The sick bene- 
fits consist of cash payments and met- 
ical aid, though institutional. care may 
be substituted. 

Insured women are entitled to mater- 
nity benefit, paid at the rate of the sick 
benefit, for six weeks before and six 
weeks after confinement. Noninsured 
wives of insured men receive one-half 
of the regular sick benefit during that 
time. 

Nursing mothers, whether wives of in- 
sured men or insured in their own right, 
receive for 12 weeks a nursing benefit 
paid at half the rate of the sick benefit 





A STRONG DIRECTORATE 


The General Surety of New York 
which opened its subscription books last 
week and which will be capitalized a 
$2,500,000 and have a surplus of $4,500; 
‘000, has the following men on its hoard 
of directors: 


Among the directors already chosen are Rob 
ert D. Andrews, president, Metropolita Sav 
ings Bank; Harold G. Aron, chairman of the 
executive committee, International Germanit 
Trust Company; Dr. C. Adelbert Becker, presi 
dent Bronx Borough Bank; Barron G. Collet, 
president. Street Railways Advertising Com 
pany; John A. Dilliard, vice-president, N tional 
American Company, Inc.; Leo J. F irhatt 
president, Leo J. Erhart, Inc.; Lamar [lardy, 
trustee, East River Savings Bank; David H 
Knott, president, National ‘American Company; 
J. Scofield Rowe, president, Metropolita: Ca 
ualty; Willis J. McCullough, treasurer, Collin’ 

ikman Company; Stanley Mitchell 
president Central Mercantile Bank & Trust 
Company; Robert Westaway, treasurer A. ¥ 
Juilliard & Co., Inc.; Herbert Depuy, pres 
dent, Pennsylvania Rubber Company of Amer 
ica; Frank Hedley, president, Intert rrougt 
Rapid Transit Company; Glover Be: rdsley, 
vice-president, Otis Elevator Company; Darwit 
R. James, president, East River Savings Banki 
Colonel Arthur Little, J. J. Little & Ive Com 
pnay; Julian Gerard, ‘president, Inter: ational 
Germanic Trust Company; Herman Metz. pres 
dent General Dyestuff Corporation; Fred Long 
fellow, Delafield, Hawkins & Longfellow, 3 
Pitcher, director, Lumber Mutual 


Conrad N. 
Casualty. 




















